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Trade-ins Raise 
Questions under 


N.Y. Price Law 


‘Fixed Percentage’ vs. 
‘Reasonable Allowance’ 
Advocates Battle 


NEW YORK CITY—Whether the 


trade-in allowance section of dis- 
tributor-dealer price maintenance 
contracts under New York State’s 


Feld-Crawford fair trade act should 
specify a “fixed maximum percent- 
age” or be limited to recommending 
a “reasonable allowance” became the 
subject of considerable controversy 
in this territory last week. 

The controversy arose after Sen- 
ator A. Spencer Feld, co-author of 
the Feld-Crawford act, in a letter 
to D. W. May, district radio sales 
manager of General Electric Co., 
had expressed the opinion that the 
“reasonable allowance” provision was 
the best way of meeting the situa- 
tion, and that the “fixed maximum” 
ruling would not be sanctioned by 
the courts. 

This interpretation by a legislator 
of a state fair trade act is considered 
significant in some quarters as estab- 
lishing a precedent which may be 
followed in setting up price control 
contracts in the 40 other states 
which have fair trade legislation. 

“There is no way in which anyone 
can tell in advance the value of a 
set to be taken in for a_ trade-in 
allowance, and the only possible way 
to accomplish this and keep within 
the law is to provide for a reason- 
able value on the old set,’’ Senator 
Feld said in his letter to the General 
Electric radio sales manager. 

“To permit a pre-determined value 
on an old set for trade-in allowance 
would be equivalent to nullifying the 
provisions of the Feld-Crawford Act 
and would not, in my opinion, be 
sanctioned by the courts. 

“Any allowance based solely on a 
percentage basis of the list price of 
the new set would be equivalent, in 
my opinion, to the giving of an 


(Concluded on Page 8, Column 1) 


G-E Pre-Views 1938 
Line Nov. 1 


CLEVELAND — General Electric 
Co.’s distributor preview of its 1938 
line of major household appliances 
will be held at Nela Park during the 


week of Nov. 1, distributors were 
informed last week in a letter from 
A. M. Sweeney, manager of the 


sales division of the company’s appli- 
ance and merchandise department. 

The early November factory pre- 
view will enable distributors to start 
their dealer pre-showings before 
Nov. 10, Mr. Sweeney’s letter said. 
The 1938 G-E major appliance line 
will be released to dealers on Dec. 1, 
same date on which the 1937 line 
was put on the market. 

This will give dealers ample time 
to capitalize on Christmas business, 
appliance department officials be- 
lieve. 


Stewart-Wasner Shows 
2 Advance 1938 Models 


CHICAGO Two special advance 
models in its 1938 electric refrigera- 
tor series were introduced by Stew- 
art-Warner Corp. to distributors and 
dealers at the company’s recent ra- 
dio convention here. 

The models, of 5 and 6-cu. ft. 
storage capacities, have the regular 
Stewart-Warner ‘“vapor-sealed” cabi- 
nets, interiors of porcelain enamel, 
and exteriors of high-bake Du Pont 
Dulux, but otherwise are without 
the “Sav-A-Step” and other features 
which the company included in its 
1937 refrigerator line. 

(Concluded Column 5) 


on Page 20 


Entered as second-class 
matter Aug. 1, 1927 


Candin hima Shorts: Terms 


Manager of G-E 
Appliance Sales 


RALPH J. CORDINER 


* * & 


BRIDGEPORT, Conn. 


Ralph J. 
Cordiner, assistant manager of the 
appliance and merchandise depart- 
ment of the General Electric Co., on 
Sept. 1 assumed the additional duties 
of general manager of appliance 
sales. 

The announcement was made by 
Vice President Charles E. Wilson 
simultaneously with the announce- 
ment that P. B. Zimmerman, who 


had been in charge of appliance 
sales, had resigned to accept an 
executive position with the Norge 


division of Borg-Warner Corp. 

Mr. Cordiner is one of the young- 
est men in the electrical appliance 
industry to hold an executive sales 
position, but he has had _ broad 
experience in appliance selling. 

After 10 years with the Edison 
General Electric Appliance Co. on 
the Pacific coast, Mr. Cordiner came 
to Bridgeport in 1932 as manager of 
the heating device section. Two 
years later, when the radio division 
was formed, he was placed in charge; 
and early this year was named 
assistant manager of the appliance 
and merchandise department. 


Wholesale Radio Signs 
Feld-Crawford Contract 


BROOKLYN Wholesale Radio 
Equipment Co., distributor of Stew- 
art-Warner refrigerators and radios, 
has signed agreements with its deal- 


ers under the Feld-Crawford fair 
trade act. Agreements include fixed 
maximum trade-in allowances’ on 
products sold by the company 
Wholesale Radio is the third re- 
frigerator distributor to sign a fair 


trade act agreement with dealers. 


Household Sales Records 


Figures Push Total over 


manufacturer- 
of household 


DETROIT World 
to-distributor sales 
electric refrigerators for the first 
seven months of the year totaled 
2,035,600 units, according to esti- 
mates by AIR CONDITIONING AND 
REFRIGERATION NEWS. This is the 
first time in the history of the 
industry that the 2,000,000-unit mark 
has been passed so early in the year. 

World household sales for’ the 
month of July alone totaled 206,500 
units, the NEWS estimates. 

The record seven-month figure 
showed an increase of nearly 15% 
over the 1,738,100 units sold during 
the first seven months of 1936. Last 
year the 2,000,000-unit mark was 
not passed until late in October. 

Although July sales this year 
dropped 15,000 units below sales for 
July, 1936, they were still well ahead 
of sales recorded during any other 
previous July. 


DETROIT, MICHIGAN, SEPTEMBER 1, 1937 


On Time Sales 


Believed Near 


Finance Coesee Group 
Official Outlines 


Probable Changes 


CHICAGO—The movement toward 
strengthening instalment credit terms 
which has been manifested during 
recent months in the automobile 
trade is now being duplicated in the 
appliance field, according to John R. 
Walker, executive vice president of 


the National Association of Sales 
Finance Companies. 
“The first important financing 


agency to announce a shortening of 
instalment terms on purchase con- 
tracts covering mechanical refrigera- 
tors and household appliances was 
the Bank of America, which operates 
throughout the state of California,” 
stated Mr. Walker. 

“During the past week, one after 
another of the large national finance 
companies, as well as numerous re- 
gional and local companies, have an- 
nounced similar action, or _ the 
intention of taking similar action in 
the immediate future. 

“It may be stated definitely that 
by Sept. 1, C.I.T., Commercial Credit, 
GMAC, ReDisCo, and General Elec- 
tric Contracts Corp. will have fallen 
into line with the movement,” he 
declared. 

Terms on mechanical refrigerators, 
ranges, and water heaters are being 
shortened from a maximum of 36 


(Concluded on Page 2, Column 3) 


Food Preservation by 
Refrigeration to Be 
Conference Subject 


CAMBRIDGE, Mass.—-Food 
ervation by refrigeration is the 
general subject of the 11 talks 
scheduled for the third day of the 
Food Technology Conference which 
will be held at the Massachusetts 
Institute of Technology here Sept. 
14-17. 

During the morning session of the 
third meeting, at which Gardner 
Poole, vice president of American 
Society of Refrigerating Engineers, 
will preside, the following speakers 
will address the conference: 

Dr. Rudolph Plank, director of the 
Kaltetechnisches Institut, Technische 
Hochschule, Karlsruhe, Germany 
“Some Recent Advances in the Sci- 
ence and Technology of Food Refrig- 
eration.” 

Dr. A. K. Balls and H. Lineweaver, 
bureau of food research, U. S. De- 


(Concluded 


pres- 


on Page 20, Column 2) 


Again Smashed as July 
2,000,000 in 7 Months 


Household 


electric refrigerator 
sales reported for the seven-month 
period this year by the 15 member 


companies of the Household Refrig- 
eration Section of the Refrigeration 
Division of National Electrical Manu- 
facturers Association totaled 1,902,- 


742 units. Nema reports for house- 
hold refrigerator sales during July 
totaled 192,052 units. 


By far the most popular size in 
the domestic market for July was 
the 6-cu. ft. box, while Canadian and 
other foreign sales indicated a strong 
preference for the 4-cu. ft. lacquer 
and 5-cu. ft. porcelain cabinets. 

New York easily retained its grip 
on first position in the tabulation of 
sales by states with a total of 22,246 
units for July, and Pennsylvania 
kept in second position with 17.978 
units. Sales to California and Illinois 
went over 12,000 units, while Ohio 
and Michigan followed closely in the 
11,000-unit bracket. 


Copyright, 1937. by 
Business News Pub. Co. 


Zimmerman Joins 


Norge to Head 
Sales Activity 


ZIMMERMAN 


* *. * 


DETROIT—P. B. Zimmerman has 


been appointed vice president in 
charge of sales for the Norge divi- 
sion of Borg-Warner Corp., effective 
Sept. 1. 

John Knapp, formerly vice presi- 
dent in charge of sales, has been 
named executive vice president of 
the Norge division of Borg-Warner 


Corp. and will work directly with 
President Howard E. Blood in the 
direction of the division’s activities. 


Mr. Zimmerman resigned the posi- 
tion of general manager of appliance 
sales of the appliance and merchan- 
dise department of General Electric 
Co. to accept the Norge vice presi- 
dency. 

“Zim,” as he is known to _ his 
friends in the refrigeration industry, 
was appointed sales manager of the 
electric refrigeration department of 
General Electric Co. when the de- 
partment was formed in 1925. 

He and T. K. Quinn staged the 
merchandising and promotional cam- 
paigns that made the G-E “Monitor 
Top” a nationally known trademark, 
and brought General Electric to a 
recognized place among the leaders 
of the household electric refrigera- 
tion industry within a very few 
years. When G-E in recent years 
began to combine its major appli- 
ance divisions he became manager 
of all specialty appliance sales 

Mr. Zimmerman been active 
in cooperative advertis- 
ing movements, taking a _ leading 
role in the first N.E.L.A. electric 
refrigeration campaign, and __ the 
Food Preservation campaign of 1929 


Berkeley Heads Tri-State 
District for Leonard 


has 


sales and 


DETROIT Appointment of El- 
wood R. Berkeley as district man- 
ager of Leonard distributors’ in 
Michigan, Ohio, and Indiana has been 
announced by R. I. Petrie, sales 
manager for Leonard division, Nash- 
Kelvinator Corp. 

Before joining the Leonard organi- 
zation a year ago as head of the 
merchandising division, Mr. Berkeley 
was for five years merchandising 
manager of electrical appliances with 


the Hecht Co., Washington, D. C. 
department store 

While with the Hecht Co., Mr 
3erkeley’s department sold more than 
3,000 refrigerators in one year 

In his new position, Mr. Berkeley 


will contact Leonard refrigerator dis- 
tributors in Detroit, his headquar- 
ters, Grand Rapids, Toledo, South 
send, Fort Wayne, Columbus, and 
Cleveland. 


FouR DOLLARS PER YEAR 
TWENTY CENTS PER Copy 


GRM.A. Plans 


‘Blue Book’ on 


Obsolete Units 


Move Decned to Halt 


Trade-in Overvaluation; 
Shorter Terms Praised 


CHICAGO In two significant 
moves, members of the Commercial 
Refrigerator Manufacturers Associa- 
tion at their annual meeting here 
Aug. 9 and 10 voted support of the 
movement toward shorter time pay- 
ment terms, and adopted a _ plan 
designed to discourage excessive 
trade-in allowances on used com- 
mercial equipment. 

Under the trade-in plan, manufac- 
turer-members of the association 
will list with headquarters here all 
discontinued models, together with 
an estimate of their fair appraised 
values. This data will then be pub- 
lished in ‘“‘blue book’’ form, and made 
available to all distribution agencies 
as a guide in making fair trade-in 
allowances. 

Move to support the finance com- 
panies on the stand they have taken 
regarding the time payment question 
followed a discussion of the associa- 
tion’s work in educating the indus- 
try to the evils of the “easy pay- 
ment” policy, and a report by R. E. 


(Concluded 2, Column 1) 


Free Goods Must Not 
Injure Competitors, 


Calif. Official Rules 


SACRAMENTO, Calif. 


on Page 


Giving 
away merchandise for the purpose 
of injuring competitors or destroy- 


ing competition violates the amended 
California unfair trade practices act, 
according to a ruling of Attorney 
General U. S. Webb. 

The 1937 amendment to 
eliminates the prohibition against 
the offering and advertising of 
goods below cost, but does not permit 
a merchant to engage in practice 
injurious to his competitors, Mr. 
Webb declared. 

The attorney general expressed his 
opinion on the act in answer to the 
following letter from assemblyman 
Melvin I. Cronin, San Francisco 
attorney: 

“In my capacity there 
has been me the ques- 
tion of whether or not the foliowing 
proposition is contrary to the fair 
trade act, the unfair trade practices 
act, or to law generally 

“A merchant advertises the follow- 
ing: That he give away to all 
persons who were in his store on 
a certain date a certain amount of 
merchandise. The date is selected as 
the lowest cash sales day for the 


(Concluded Column 3) 


the act 


legislative 
presented to 


will 


Page 


July Sales by ACMA 
Show 52% Increase 


WASHINGTON, D. C Installed 
cost of equipment sold by members 
of Air Conditioning Manufacturers 
Association during July totaled 
$7,508,778, an increase of 52.1‘ over 
the amount reported for the same 
month in 1936, industry headquar- 


on 


ters announces 

Continuation of hot weather is 
keeping room cooler sales at un- 
precedented high levels, it was re- 
ported 

Sales in July were greater than 


for any month last year, and brought 
this total to $68,506,175, a 
mark 37° than the 
for all of 

Highest 
set in 


year's 
higher volume 
1956 

monthly mark this year 
March, when ACMA 
totaled $17,137,869. Sales dur- 
all of 1936 by mem- 
amounted to 


was 
sales 
ing 


bers 


association 
$49,942 301 
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Recently the entire advertising and 
sales promotion departments'7 of 
Kelvinator division, Nash-Kelvinator 
Corp., got together for a stag picnic. 
One of the many camera “fans” in 
the department took these fine in- 
formal pictures at the outing. In the 


J. W. Holcomb Heads 
Commercial Case 
Maker’s Group 


(Concluded from Page 1, Column 5) 

Davis and W. B. McMillan, of the 
organization's committee on_ sales 
financing. 

As a result of the attention given 
to this problem by C.R.M.A. members 
two years ago, it was recalled, the 
organization developed a _ uniform 
terms and financing plan—-20% cash 
down payment and terms not to 
exceed 24 months 
bulk of commercial 
products are sold today. 

The resolution regarding instal- 
ment terms, unanimously approved 
by executives present, commended 
finance companies for their present 
stand, and pledged cooperation in 
their current campaign to eliminate 
instalment selling abuses. 

J. I. Holcomb, of Holcomb & Hoke 
Mfg. Co., was elected president of 
the association for the 1937-38 term, 
and W. B. McMillan, of Hussmann- 
Ligonier Co., was named vice presi- 
dent. Treasurer is R. E. Davis, of 
McCray Refrigerator Co., and direc- 
tors are A. L. Goetzmann, Puffer- 
Hubbard Mfg. Co., and C. V. Hill, 
Jr., of C. V. Hill & Co. E. E. McCray 
of McCray Refrigerator Co., was 
named honorary president of the 
association. 


Committee members for the next 
year are: 

Planning and _ Policies mR. &. 
Ottenheimer, Ottenheimer Bros.; 


Jerry Tyler, Tyler Fixture Corp.; R. 
P. Sherer, Sherer-Gillett Co.; E. N. 
Northey, Herrick Refrigerator Co.; 
and W. B. McMillan, Hussmann- 
Ligonier Co. 

Traffic—H. L. Delp, McCray Refrig- 
erator Co.; G. W. Orbesen, P. J. 
Orbesen & Co.; and E. S. Fowler, 
Fowler Equipment Co. 

Market Development Mm. F. 
Sherer, Sherer-Gillett Co.; H. C. 


Schmidt, Cincinnati Butchers Supply | 


Corp.; R. E. Frederick, Standard 
Refrigerator Co.; G. W. Orbesen, and 
©. V. Hill, Jr. 

New Materials—J.S. Hill, C. V. Hill 
& Co.; E. S. Fowler, and R. W. 
Bouldin, Holcomb & Hoke Mfg. Co. 

Industrial Relations—-A. L. Goetz- 
mann, G. E. Friedrich, Ed. Friedrich 
Co.; H. C. Ahrens, The C. Schmidt 
Co.; and Raymond Starr, Koch 
Butchers’ Supply Co. 


Montgomery Ward Opens 
Dayton Appliance Store 


DAYTON—Montgomery Ward & 
Co., Chicago, has leased a store at 
46 N. Jefferson St. here for estab- 


lishment of an electrical appliances 
department. 


under which the | 
refrigerator | 


} 
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TAG POCKET 
THERMOMETERSE 


Refrigeration servicemen need the accuracy and 
dependability of TAG Pocket Thermometers. These 
thermometers can be furnished in mercury or spirit- 
filled, with ranges of —30 to +120°F., 
FP. or 0 to 220° F., 6” in length Send for prices 
and a copy of the TAG Control and Test Equipment 
Catalog No. 


ASK YOUR JOBBER ABOUT TAG POCKET 
THERMOMETERS AND CONTPOLS. 


AIR CONDITIONING AND REFRIGERATION NEWS, SEPTEMBER 1, 1937 
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Kelvinator Advertising and Sales 


pictures from left to right we have 
(1) Ralph Hunter, manager of dis- 
plays (center), exhausted from his 
heroic efforts in the ball game, being 
supported from the field by Walt 
Jeffrey (left), Leonard advertising 


manager, and Sam Mitchell, director 


Wishart Heads Sales 
& Engineering for 
Fredericksen Co. 


SAGINAW, Mich.—H. W. Wishart, 
veteran refrigeration engineer, has 
joined the Fredericksen Co., maker 
of “Sabeco”’ metal used in the manu- 
facture of compressor parts, and will 
be in charge of sales and engineering 
for the company. 

The announcement was made by 
Karl Agricola, treasurer of the 
Fredericksen Co. 

Mr. Wishart will devote a part of 
his time to providing engineering 
information and advice to manufac- 
turers on the use of “Sabeco”’ metals 
in compressor’ construction. Mr. 
Wisnart started his career in refrig- 
eration with the Wishart Ice Ma- 
chine Co. of Springfield, I[ll., and 
subsequently has been connected 
with Climax Engineering Co., Uni- 
versal Cooler Corp., Stewart-Warner 
Corp., and Johnson Motor Co. 


All-Norge hutellaitons 
Up in Philadelphia 


PHILADELPHIA—With four lead- 
ing building contractors and a num- 
ber of smaller ones featuring Norge 
equipment in model homes, the num- 
ber of all-Norge installations in this 
city has greatly increased during 
1937, according to Trilling & Mon- 
tague, Norge distributor. 

Among the Norge installations are 
the Alcott St. development of 60 
homes, 15 homes in the John Mc- 
Clatchy development, Jefferson St. 
houses containing 48 _ installations, 
another McClatchy section on Glen- 
dale road, and a number of all-Norge 
homes in Chatham Village at Merion 
Hills, where 300 new residences are 
being built. 


53 F-M Boxes Installed in 
Paterson, N. J. Apartment 


PATERSON, N. J.—The Mayfair 
apartments, one of this city’s larg- 
est and most modern apartment 
buildings, recently has been equipped 
with 53 Fairbanks-Morse Conserva- 
dor electric refrigerators of 5-cu. ft. 


capacity. Installation and sale were 
made by Bruno-New York, Inc., 
Fairbanks-Morse distributor in this 


area. 


Anchor Lite Co. Wins. $150 
In Radio Tube Contest 


PITTSBURGH—-Anchor Lite Ap- 
pliance Co., distributor of home ap- 
pliances in this area, won the first 
prize of $150 offered by RCA Mfg. 
Co. in a _ six-month sales. contest 
on Radiotron radio tubes among dis- 
tributors in the tri-state territory. 


+30 to +120 


1136-25. 


Cd. TAGLIABUE MFG.CO. | 


Park & Nostrand Ave’s., Brooklyn. N. Y. 
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of all Kelvinator advertising and 
sales promotion; (2) Bill Saylor, sales 
promotion manager, demonstrates his 
versatility by playing a harmonica 
without use of his hands; (3) Fred 
Worden, who handles commercial 


Combination Sale 
Instalment Terms 
Drastically Cut 


(Concluded from Page 1, Column 3) 
months to a maximum of 30 months. 
Terms on dishwashers, ironing ma- 
chines, space heaters, and washing 
machines are being cut from a maxi- 
mum of 36 months to a maximum 
of 24 months; while those on vacuum 
cleaners and household radio sets are 
being shortened from a maximum 
of 24 months to an 18-month maxi- 
mum, according to Mr. Walker. 

The most drastic shortening of 
terms applies to contracts involving 
combination purchases which previ- 
ously could be extended to a maxi- 
mum of 48 months, and which will 
now be limited to the maximum 
term applicable to any item in the 
combination purchase. 

“An important change is_ being 
effected in regard to down payments, 
also,” Mr. Walker stated. “Hereto- 
fore purchase contracts have been 
accepted without any down payment. 
A minimum down payment of $5 or 
10% of the cash price, whichever 
is the larger, henceforth will be 
required. 

“This action by the sales finance 
companies has been stimulated by 
the resolutions regarding instalment 


| terms recently adopted by the Na- 
| tional Retail Credit Association, the 


National Retail Dry Goods Associa- 
tion, and the National Retail Furni- 
ture Association. 

“Its underiying motive, however, 
lies in the conviction of finance com- 
panies and appliance manufacturers 
that the liberal terms established to 
stimulate trade during the depression 
are no longer necessary to maintain 
a satisfactory sales volume,” the 
association executive vice president 
stated. 


CATALOGUES ON REQUEST 


McCORD RADIATOR & MFG. CO. 
DETROIT, MICHIGAN 


. 


sales promotion, in a serious mood, 
despite the hubbub of the ball game 
behind him; (4) all set for lunch are 
Lyle Schultz of the cooperative adver- 
tising division and J. T. Steinko, copy 
chief; (5) “let the rest of those guys 


1% Increase Made in G-E's 
‘Cost of Living’ Plan 


SCHENECTADY — General Elec- 
tric Co. has announced an increase 
of 1% in its “cost of living’’ adjust- 
ment plan, raising it from 4 to 5%. 
Instituted in October, 1936, the plan 
provides for automatic increases in 
employe earnings, based on _ the 


progress of the U. S. Department of | 


Labor “cost of living’’ index. 


According to terms of the plan, 
if the cost of living goes up, 1% 
is added to employes’ earnings for 
each point of rise in the index up 
to 90. If the cost of living goes down, 
adjustments will be made until the 
index reaches 80. 
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STANDARD REFRIGERATING APPLIANCE Sj} 


New Valves 


SIZE +> 
--- BIG IN PERFORMANCE 


TYPE “F” 
AUTOMATIC EXPANSION VALVES 


These valves are especially designed for the smaller units 
—domestic cabinets—beverage coolers—water coolers— 
room coolers—ice cream cabinets. Bodies of these valves 
are hot pressed die forgings, close grained and non- 
porous. The springs are extra length for smooth, velvety 
adjustments. Needles are special alloy, adaptable for 
any refrigerants. The breather cap is of live rubber with 
threaded metal insert. And these are just a few of the 
many outstanding construction features of these superior 
valves. No. 1582, '4”" S. A. E. inlet—!/,” F. P. T. outlet. No. 
1583, 4” S.A.E. inlet-—134” bolt centers. Type “F” valves 
are interchangeable with all refrigerants except ammonia. 


Write for bulletins on the complete 
line of Blue Ribbon Appliances. 
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Promotion Staff Relaxes at a Stag Picnic 


get hot and dusty playing ball” say 
Gerald Lapiner of the copy depart- 
ment, and John Boyd of the Geyer, 
Cornell & Newell advertising agency, 
as they find a bit of shade in which 
to take it easy. 


Washer and Ironer Drive 


PHILADELPHIA—A _ sales cam- 
paign for Crosley Savamaid washers 
and ironers was started by Peirce 
Phelps, Inc., Crosley distributor in 
Philadelphia and Harrisburg, at a 
meeting Aug. 16 at the Benjamin 
Franklin hotel. A comprehensive 
direct-mail campaign to the dealers 
in the Philadelphia and Harrisburg 
territories will support the drive. 

The meeting was presided over by 
J. Trevor Peirce, sales manager of 
the company. Attending were W. T. 
White, manager of the Crosley wash- 
er-ironer division and Frank Hogan, 
Jr., Crosley district manager. 


AMERICAN INJECTOR COMPANY 


“RILEY ENGINEERING CORP. Associate 


1481-14TH ST. . Phones 


LAFAYETTE 0350-0552 . 
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N.Y. Distributors and Dealers Condemn 


‘Reasonable’ Trade-In Allowances 


(Concluded from Page 1, Column 1) 

additional discount in violation of 
the Feld-Crawford Act, and, there- 
fore, not legal. This allowance must 
be based upon a reasonable basis in 
order to comply with the law. 

“The intent of the Feld-Crawford 
Act was to protect the dealer as 
well as the customer from unfair 
trade practices. Therefore, it is my 
opinion that the courts will not 
enforce a contract which provides 
for a percentage basis of a trade-in 
allowance on the amount paid for 
the new set, but on the other hand 
will enforce a contract which pro- 
vides for a _ reasonable allowance 
based upon the actual value of the 
old set.” 

General Electric Co. and Philco 
Radio & Television Co. are the only 
two New York radio distributors 
using the “reasonable allowance” 
clause in their price maintenance 
contracts with dealers. All other 
distributors have been using either 
the ‘fixed maximum percentage” 
provision, or are on a straight ‘fixed 
allowance” schedule. 

Philco’s attorneys, the law firm of 
White & Case, also had advised use 
of the “reasonable allowance”’ clause 
in a recent letter to the company, 
contending that contracts calling for 
“fixed percentage” allowances might 
not be enforceable under the fair 
trade law. 

Sharp opposition to Senator Feld’s 
opinion supporting ‘‘reasonable allow- 
ance” trade-in schedules was voiced 
by several radio distributors in the 
New York City area and by the 
Electrical Appliance Dealers’ Asso- 
ciation of Brooklyn, which last week 
unanimously passed a_ resolution 
condemning the “reasonable allow- 
ance” clause as “unfair and inac- 
ceptable in principle,’’ and support- 
ing the “fixed maximum” type of 
trade-in schedule. 

The Brooklyn association’s action 
followed an attack on Senator Feld’s 
opinion regarding reasonable allow- 
ances by William H. Ingersoll of 
New York City, fair trade legislation 
pioneer, who said that the “true 
answer” to regulation of trade-ins 
would eventually come in the form 
of a “blue book” on radios and 
appliances, the same as that now 
used by automobile dealers, which 
would be made as much a part of 
the price control contract as the list 
price itself. 

“If every time there’s a trade the 
individual dealer can arrive at a 
‘reasonable’ price, no two would 
arrive at the same price or value,” 
Mr. Ingersoll said. 

“If the list price is fixed, and the 
trade-in allowance bobs up and down, 
you have effectively scuttled the pur- 
pose of the law. There is but one 
workable solution—-you must have a 
maximum fixed price.” 

In its resolution, the 
association said that: 

“. .. the refusal by manufacturers 
operating under the Fair Trade Act 
to establish reasonable maximum 
valuations on trade-in leads 
opens the way to indirect rebating 
from the standard uniform prices on 
new merchandise which it was the 
purpose of the act to maintain, 
thereby defeating the policy of this 
State in respect to such merchan- 
dise.”’ 

One 


Brooklyn 


New York City radio dis- 
tributor, who favors the fixing of 
maximum trade-in allowances, said 
that the “reasonable” allowance fea- 
ture is similar to a rubber band, and 
that dealers may stretch it as far 
as they like. 


Another distributor said that his 


Anaconda Copper 


Refrigeration Tubes 


THE AMERICAN BRASS CO. 
FRENCH SMALL TUBE BRANCH ‘ 
Genero! Offices: Waterbury, Conn 


attorneys had _ given him their 
opinion that the trade-in is part of 
the payment toward the purchase of 
new equipment, and therefore should 
not be considered a down-right dis- 
count. 

In common with a third distribu- 
tor, he held that a “test case’ is the 
only thing that will throw an under- 
standing light on the subject. All 
three were of the opinion that use 
of the “reasonable” trade-in allow- 
ance would not only prove injurious 
to the industry, but might lead to 
actual downfall of the fair trade act. 


New Akron Dealership Opens 


AKRON, Ohio—The Electric Ap- 
pliance Shop has been opened here 
by J. T. “Dixie” Rice and Louis 
“Lou” Lotze. Frigidaire, General 
Electric and Westinghouse refrigera- 
tors are among the firm’s line of 
appliances. 
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Gift Scheme Which May 
Damage Competitors 


Ruled Out in Calif. 


(Concluded from Page 1, Column 5) 

month. The person proves he was 
present in the store on that day 
either by registration in a_ book 
furnished for that purpose by the 
merchant or by having cash sales 
tickets, usually cash register re- 
ceipts. The amount of merchandise 
given is determined ahead of time. 

“Can such a scheme or plan be 
advertised? Is this conduct such as 
may be considered done for the 
purpose of injuring and destroying 
competition? Has it the effect of 
destroying competition? How can it 
be determined that one engaged in 
this plan may have an intent to 
injure and destroy competition?” 

In the case presented, Attorney 
General Webb concluded that the 
merchant could not advertise his 
scheme if it injures his competitiors 
or destroyed competition, and that 
the matter of injury is a question 
of fact and not of law. 


CORRECTION 


In a story published on page 1 of 
the Aug. 11 issue of AIR CONDITION- 
ING AND REFRIGERATION NEWS _ it 
was stated that J. M. Gruitch had 
been named head of the service 
department of Airtemp, Inc. This 
was in error; V. P. Black remains 
as head of the Airtemp_ service 
department. 


250 Dealers Attend 7 
Hayer Sales Meetings 


MINNEAPOLIS To present the 
1937 Electrolux sales program to its 
dealers, the F. C. Hayer Co., Electro- 
lux distributor here recently con- 
ducted a series of seven meetings in 
its territory in Minnesota and Wis- 
onsin. 

More é 25 a 
an ee ot gry attended 
i kw ae pv ity conducted 

A . 8 ; Strict sales man- 


ager of Servel, Inc., C. A. aruggel 
Service engineer with Servel, and 
H. B. Smithers, sales manager of 


the F. C. Hayer Co. 


Omaha League to Sponsor 
Electrical Exposition 


OMAHA Omaha __ Electrical 
League, in cooperation with the 
Omaha World-Herald, is sponsoring 
a five-day electrical exposition 
scheduled to cpen Sept. 13 in the 
city auditorium. 

Committee in charge of the exposi- 
tion includes C. O. Heath, president of 
the league; Frank Wolf, the league’s 
secretary; Charles Schreck, Shreck 
Electric Co.; Ned Reeves, Wright & 
Wilhelmy Co.; and T. W. Summers, 
of the World-Herald. 


2 Apex Ouilets in 
Midwest Named 


CLEVELAND Appointment of 
two new midwestern distributors for 
Apex appliances was announced re- 
cently by C. W. Smith, general sales 
manager of Apex Rotarex Corp. 

New distributors are: E. S. Cowie 
Electric Co., Wichita, Kan., to serve 
central and western Kansas; and 
Fergason Bros., Waterloo, Iowa, to 
cover central Iowa. 


“FREON” REFRIGERANTS ARE USED 


EMPERATURE 100 degrees Fahren- 

heit — humidity at the saturation point! 
Even South African natives could work only 
a short time at the bottom of the East Rand 
Proprietory Mines, Ltd. But that was be- 
fore the York Ice Machinery Corporation 
installed a modern air cooling system (at a 
vertical depth of 6,500 feet!) to lower the 
temperature. 

Underground or under water, it pays to 
use the best equipment possible. That’s why 
“Freon’’* refrigerants are so often used in 
submarines for cooling and refrigeration. 

The same considerations which resulted in 
the selection of “Freon” refrigerants for such 
unusual installations as these have dictated 


its use in thousands of air conditioning sys- 
tems. “‘Freon” refrigerants are used in 
hotels and restaurants, in office buildings, 
theatres and stores, in factories, ships and 
homes. Over 99% of all mechanically cooled 
railroad trains use “Freon” refrigerants. 
“Freon” refrigerants are non-poisonous, 
non-flammable, non-explosive. They are 
odorless when mixed with air up to 20% by 
volume. They do not harm foods, furs, ow- 
ers or clothes. They have been tested by the 
U. S. Bureau of Mines, and meet all the 
specifications set by the Underwriters’ 
Laboratories of Chicago in their recent re- 
port, “Standard for Commercial Refriger- 
ating Systems” (Subject No. 207). Write 


“Freon” refrigerants into your air condi- 
tioning specifications for safety of health, 
life and property. 


6 Freon’ ws Ainetu registered trade mark for us fluorine refrigerant 
REG. U.S. PAT. OFF. 
SQGQ/EC LK ie CO QML 
/ 
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KINETIC CHEMICALS, INC. 
TENTH & MARKET STREETS, WILMINGTON, DELAWAE 
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PROFITABLE SELLING 


How Danforth Maintains Retail 
Stores on Friendly Terms with 
Dealers in Pittsburgh Area 


PITTSBURGH—Belief that a re- being ‘snooty’ or are ‘horning in’ 


frigeration distributorship can retail 
its line in the same territory with 
its dealers and operate cooperatively 
and on a friendly basis with them 
is expressed by Robert G. Eckhardt, 
general sales manager for the Dan- 
forth Co., Allegheny county Westing- 
house distributor here. 

Despite the fact that most dealers 


would resent retail operations by 
their distributors in the same city, 
says Mr. Eckhardt, the Danforth 


Co.’s 60 enfranchised outlets have 
expressed approval of the plan over 
a period of several years. Most of 
them, he declares, consider the ar- 
rangement a standard-setter in which 
both divisions must hold up their 
respective ends. 

Now in its seventh year as local 
distributor for Westinghouse house- 
hold and commercial refrigeration 
and air conditioning, Danforth Co. 
stocks, makes all installations, and 
services equipment sold by its retail 
outlets, leaving only selling opera- 
tions to local dealers. 


SALES UP 

Substantially increased sales fig- 
ures for the first five months of this 
year under a wholesale-retail distri- 
buting plan are attributed by Mr. 
Eckhardt to the close spirit of co- 
operatton manifested by the com- 
pany’s local dealers. The fact that 
Danforth Co. handles no other lines 
of appliances also contributes to 
better integrated selling, he believes. 

In its retail operations, this firm 
has put the “thumbs down” sign on 
cold canvassing and at the present 
time is obtaining 80% of its pros- 
pect names from owners. 

“Using the user,’’ says Mr. Eck- 
hardt, “is more than a mere catch 
phrase with us. We keep our 10 
salesmen plenty busy contacting our 
customers, and through their help 
we do most of our selling. 

“Rather than feeling that we are 


Con 


on their business, our dealers tell 
us that they believe our participa- 
tion in retailing the line helps to 
put over Westinghouse in a bigger 
way here than if we simply sat back 
and wholesaled the line to them,” he 
continued. 


“We keep a careful check on all 
prospects in the territory and aid our 
dealers to reach them as quickly as 
possible in their respective areas. In 
this way, each of us sticks to his 


housewives to 


“show off’’ their new | 


refrigerators to neighbors and friends | 


—-if the salesman keeps in close con- 

tact with recent customers. 
Danforth salesmen are required to 

visit new owners within three days 


after the installation is made. Here, | 
time and again, he declares, Sales- | 


man Smith will find Mrs. Jones 
proudly displaying her new purchase 
to bevies of friends, and right there 
is an opportunity for a worthwhile 
demonstration backed by first-hand 


| user satisfaction. 


| have made several 


“During the past few years, we 
sales right in 


| a user’s kichen and have obtained 
| many prospects which our salesmen 


were able to sell within a _ short 


time,” says Mr. Eckhardt. 


stration unit 
| setup this year, 


PROVING KITCHENS PUSHED 

Besides actively pushing the West- 
inghouse ‘Hell’s Kitchen’ demon- 
in its wholesale-retail 
Danforth Co. has 
initiated a plan of encouraging its 
dealers to install their own proving 
kitchens in homes of their prospects. 

Several of these have been installed 
and tested in metropolitan Pitts- 
burgh. Not only do they serve as a 


Can a Distributor Retail His Line Successfully ? 


Can a distributor do a retail business in the same territory in 
which his dealers operate, and maintain a harmonious relationship 
with those dealers? Yes, says Robert G. Eckhardt, if the guaranteed 


territory system is maintained. 


How the Danforth Co., refrigeration distributor in Pittsburgh, 


does just this is told in the story on this page. 


The story also includes 


some good tips on up-to-date merchandising ideas. 


own sector, nobody steals a sale, and 
our mutual reputation for service 
extends out to the public profitably 
to both.” 


ALLOWANCES FLEXIBLE 


In handling trade-in allowances on 
used mechanical refrigerators, Dan- 
forth Co. leaves the amount up to 
the discretion of the individual dealer. 
Varying conditions in the territory 
make this flexible policy a wise one, 
the company management believes. 

Twice each year, the distributorship 
mails form cards to its past cus- 
tomers offering a $5 cash award for 
each prospect name which is later 
sold. Salesmen are instructed to visit 
owners’ homes once each month to 
inquire if the box is operating satis- 


factorily and to obtain additional 
names. 
Nothing is more conducive to 


building a healthy prospect list, says 
Mr. Eckhardt, than the tendency of 


evaporator 


for electric refrigeration 
and air conditioning 
applications — domestic 


and commercial. 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 


DETROIT, MICH. 
WINDSOR, CAN. 
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convincing sales argument with pur- 
chasers, declares Mr. Eckhardt, but 
they have also aided in selling the 
dealer on his own line and have 
encouraged him to stress economy 
of operation with tangible proof to 
back it up. 


DANFORTH SETUP 


Danforth Co.'s wholesale-retail dis- 
tributorship functions in a four-fold 
manner, says its sales manager: 

(1) It operates a relatively small 
retailing function as a_ stabilizing 
influence on its dealers; 

(2) Maintains demonstration de- 
partments in local furniture stores; 

(3) wholesales to its dealers; and 

(4) works in conjunction with 
Duquesne Lighting Co., Pittsburgh 
utility, and its subsidiaries in pro- 
moting the Westinghouse line. 

Threat of the ice box trade-in 
problem to the industry, and espe- 
cially a growing public demand for 
exorbitant ice box trade-in allow- 
ances, is viewed by Mr. Eckhardt as 
a thorn in the side of legitimate 
refrigeration business. To combat it, 
Danforth Co. has set a $10 limit 
on ice box allowances, with the pres- 
ent average being about $7.50. 


CASH SHORTAGE 

Major sales resistance in the Pitts- 
burgh territory is considered by Mr. 
Eckhardt to be a combination of 
general lack or ready cash among 
buyers coupled with their fears that 
they will not be able to keep up 
their payments because of the strikes 


which paralyzed the local steel in- 
dustry and factories. 

“Most low-income group prospects 
feel they can obtain the necessary 
money to place a down payment on 
a refrigerator,” says Mr. Eckhardt, 
“but few of them are willing to take 
the chance of having the box repos- 
sessed when strikes threaten to stop 
their incomes. 

“Business is better here than in 
several years,” he continued, ‘but a 
general fear of strikes and their 
consequences still persists among 
working men and their wives. When 
that is over, sales should increase 
materially.” 


BONUSES FOR SALESMEN 


To encourage its salesmen, the 
company has rerently instituted a 
system of monthly, quarterly, and 
annual bonuses on their refrigerator 
sales. 

For each sale, salesmen are paid 
$1 additional on a rising scale, with 
an extra $1 being paid for each 
successive sale over the first each 
month. If the salesman makes his 
quota for three successive months, a 
quarterly bonus of $2 per box is 
paid for the entire period’s total 
sales. 

Salesmen who sell 60 or more 
refrigerators during this year will be 
paid an additional $2 per box on 
Christmas Eve, Dec. 24. The plan 
covers only straight retail business 
at standard list prices. Already, says 
Mr. Eckhardt, competition among 
Danforth Co. salesmen is keen for 
the extra bonuses. 

Sales training in the distributor- 
ship is supervised by J. W. Dorris, 
sales promotion manager, who con- 
ducts three-days schools on alternate 
weeks for dealer salesmen. About 300 
retail salesmen employed by Dan- 
forth Co.’s 60 dealers are handled 
in groups varying between 15 and 
40 in this way. 


HOME SERVICE STAFF 


Three home service workers are 
employed by the distributorship to 
conduct cooking schools and demon- 
strations. Frequently women’s clubs 
and individual owners call upon 
these women to prepare special des- 
serts and salad courses for social 
affairs, thus offering prospect-get- 
ting opportunities. After each sale, 
they are sent to the customer's 
home to demonstrate the refrigerator. 

Danforth Co. moved into its new 
home at 5820 Center Ave. here on 
May 1. Four departments—general 
sales, air conditioning, service, and 
clerical—are housed here together 
with the 
the company. 

The’ building occupies 


an area 


90 feet by 153. Warehouse facilities 
for several thousand refrigerators is 


85 employes working for | 


provided in the rear of the first 
floor, with showrooms and offices on 
the first and second floors in the 
front of the structure. It has been 
air-conditioned throughout. 

Officials of the company are: I. 
Danforth, president; Robert G. Eck- 
hardt, general sales manager; H. W. 
Reding, air-conditioning manager; 
T. E. Renton, Jr., engineering depart- 
ment manager; R. T. Terrey, whole- 
sale supervisor; M. Chisholm, com- 
mercial sales manager; N. Williams, 
service manager. 


Sica | Set } Own 
Quotas in Kansas 
City Sales Drive 


KANSAS CITY—To spur August 
electric refrigerator sales, the Elec- 
tric Association of Kansas City 
cooperated with distributors and 
dealers in a campaign Aug. 1 to 31 
in which salesmen set their own 
quotas and received bonuses on an 
“everything or nothing”’ basis. 

While salesmen set their own 
quotas, minimum quota per man 
had to be four refrigerators. Dealer 
quotas were set by the dealer and 
his city distributor salesman. 

Salesmen received a bonus of 2% 
only on the quota he set for himself 
at the start of the drive. Thus, if 
a salesman set a quota of four re- 
frigerators and sold more than that 
number, he received bonus only on 
four sales. If he set a quota of four 
and did not sell that many, he did 
not receive any bonus. 

This system was designed to get 
salesmen to set their quotas reason- 
ably high, and to work hard to attain 
them. 

The 2% bonus to salesmen attain- 
ing their self-set quotas was paid 
by distributor, dealers, and the utility, 
the distributor contributing 1% and 
the dealer and utility company %% 
each. Bonuses were figured on the 
dollar volume of sales, and were 
paid on sales of new 1937 model re- 
frigerators only. 

As a door-opener to be used in the 
drive, dealers furnished their sales 
men with a “nite-light’” for use in 
the prospect’s home. This premium 
has a similar purpose to the custard 
cups given away by Kansas City 
salesmen as door-openers in their 
spring sales drive. 

Salesmen gave the prospect a card 
which entitled him to a _nite-light 
upon calling at the dealer’s place of 
business. This procedure, which gives 
the dealer a two-way opportunity to 
get his sales story across, proved 
effective in the spring campaign. 


REFRIGERATION TUBES 


Unusually Sopt! —— 


CURTIS REFRIGERATING MACHINE CO. 


Division of Curtis Manufacturing Co. 


1912 KIENLEN AVE. 


AMERICAN BRASS CO. 
FRENCH SMALL TUBE. Branch aes 
| Offices: Waterbury, Conn. 


ST. LOUIS, MO 
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4 Separate Leite, 
Cool Public Rooms 


In N. Y. Apartment 


NEW YORK CITY—Four separate 
air-conditioning systems with a 
combined cooling capacity of 120 tons 
are being installed in the new 
Hampshire House apartment hotel 
at 150 Central Park South. 

Installed by Carrier Corp. of New- 
ark, the system will condition the 
main dining room, check room, 
promenade, bar and lounge on the 
first floor, and the banquet room 
and dining rooms, barber shop, 
beauty parlor and lounge on the 
second floor. 

Equipment in the year-around sys- 
tem will be specially insulated 
against machinery noises and vibra- 
tion, to assure quiet in adjoining 
guest rooms and apartments. 

Two Carrier evaporative condens- 
ers will operate in conjunction with 
the installation to effect a saving 
on water consumption. 

Started in  pre-depression times, 
the Hampshire House was aban- 
doned after approximately $3,000,- 
000 had been spent; another $1,500,- 
000 will be used to put the 36-story 
building in condition for October 
occupancy. Apartments for 218 
families will be available. 


Conditioning May Boost 
Taxes, Dallas Fears 


DALLAS, Tex.—Prediction that 
buildings installing air conditioning 
would be in line for increased as- 
sessments, resulting in higher tax 
bills, was made here by Fred Cul- 
lum, city tax officer. 

“T am reluctant to tax anything 
that is in the form of progress, but 
I am told that rents are being raised 
in some of the air-conditioned build- 
ings and the city is entitled to raise 
assessments in some instances,’’ Mr. 
Cullum said. 

Extensive air-conditioning installa- 
tions have been made in Dallas dur- 
ing the past year, and while many 
types of equipment make heavy de- 
mands upon city water and sewage 
facilities, the additional burden thus 


far has caused no embarrassment 
whatever to the city, according to 
Henry M. Robinson, water depart- 


ment senior engineer. 
Joe Leopold, supervisor of public 


utilities’ for the Dallas Power & 
Light Co., said extensive cooling in- 
stallations were creating a new 


summer problem for his company. 
“The hot months were formerly 
light in comparison with the winter 
demands for electricity, but modern 
cooling systems are changing the 
whole picture,’’ Leopold said. ‘The 
present tendency indicates that sum- 
mer may eventually be the heavy 
season for producers of current.” 


Conditioning Builds Profits 
For Cleveland Shoe Store 


CLEVELAND-Since Allen's shoe 
store here was equipped with a 
Westinghouse air-conditioning sys- 
tem, its profits have increased be- 


cause patrons can shop in comfort, 
are not in a hurry to leave, and 
consequently buy better shoes, the 
management believes. 

Sales of hosiery, purses, and simi- 
lar accessories have also shown an 
increase since the air conditioning 
was installed, Allen’s declare. 

Reister and Thesmacher, Westing- 
house’ air-conditioning distributor, 
system. 


engineered and installed the 


Anaconda Copper 


Refrigeration Tubes 


THE AMERICAN BRASS co. 
FRENCH SMALL TUBE BRANCH | 
General Offices: Waterbury, Conn 
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Sm of the Dealer in Air-Conditioning Sales 
Has Arrived, Montgomery Retailer Believes 


MONTGOMERY, Ala.—The day for 
the dealer in air conditioning has 
definitely arrived, according to the 
experience of the Helburn Co., Frigid- 
aire representative here. The com- 
pany has handled more than $100,000 
worth of installation work during the 


last six months. 


Paul Renaud, head of the com- 
pany’s air-conditioning department, 
says that most of the big installa- 
tions, handled by the factories, are 
already out of the way, leaving 
smaller installations and “package” 
jobs to be sold by dealers. 

The Helburn Co. specializes in in- 
stallations of less than 30 tons. Its 
regular line includes refrigeration 
and kitchen and dining room equip- 
ment for cafes, restaurants, hotels, 
and hospitals. Air conditioning was 
added to supplement the refrigera- 
tion line, and to meet the demands 
of clients served for many years, 


according to Mr. Renaud. 
An air-conditioning engineer, 


see 


3-h.p. 
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were selected to provide dependable, low cost mechanical cooling 


Cafe- 


for the following equipment recently installed in the Smith 


who | 


Universal Cooler 


was the only person added when the 
air-conditioning equipment was taken 
on, handles the closing of sales and 
the installation. The company’s crew 
of store equipment salesmen also dig 
up many air-conditioning prospects. 
Explaining how the business works, 
Mr. Renaud told of a grocery store 
in Auburn, Ala. recently equipped 
with air conditioning. ‘‘This concern 
has been our customer for years, 


purchasing display cases, walk-in 
coolers, exhaust fans, and _ scales 
from us. 


“When the owner became inter- 
ested in air conditioning, it was only 
natural that he should turn to us 
for equipment,” he added. 

The company also recently installed 
a 27-ton air-conditioning system in 
a Selma, Ala. hospital—the first hos- 
pital in the state to be air condi- 
tioned. 

Spaces cooled include the operating 
room, reception room, doctors’ offices, 
and several of the patients’ rooms. 


water cooled condensing 


teria, by the McCray Refrigerator Sales Corporation, Toledo, Ohio: 


Butter Refrigerator 


Pantry Refrigerator 


Salad Pan (in window) 


Storage Coolers 


l 
I 
| Dessert Refrigerator * 
l 
) 


° | Pastry Refrigerator 
e | Salad Refrigerator 

| Delicatessen Refrigerator 

° 1 Soda Fountain 

° 2 Freezing Rooms 


| Garbage Storage 


The increasing frequency with which discriminating refrigera- 


tion buyers—both manufacturers and merchants—are 


selecting 


Universal Cooler condensing units for all types of applications 


is evidence of the thorough engineering, precision manufactur- 


UNIVERSAL COOLER CORPORATION 


units 


New Governor of itil 


Takes His Cooling Along 


NEWARK Another “first” in air 
conditioning be realized when Sir 
Bede Clifford, former governor of 
the Bahamas, arrives at his new 
post as governor of Mauritius Island, 
a British possesion 600 miles east of 
Madagascar in the Indian ocean, 
with the two Carrier portable air 
conditioners he purchased en route in 
New York. The two units will provide 
the first air conditioning on Mauri- 
tius. 

Sir Clifford decided on his pur- 
chase after the successful use of 
air conditioning in the Governor's 
palace at Nassau. 


Kelvinator Equipment Used in 


Buffalo Model Home 


BUFFALO Appliance Whole- 
salers, Inc., distributor, furnished 
Kelvinator air conditioning and a 


Kelvinator refrigerator for the ‘Five- 
| Star’’ model home constructed here 
| by the Buffalo Niagara Electric Co. 


5 


Ventilation Problem in 


Cave Night Club Solved 


BIRMINGHAM, Ala.—-How to ven- 
tilate Bangor Cave, an underground 
cavern used as a night club, was 
solved by John H. Bethune, prop- 
rietor of the Bethune Electric Co. 
here. 

With an inside temperature of ap- 
proximately 62° F., the cave was 
too damp and too cool for comfort. 
Ceiling and walls dripped water. 
Other contractors suggested that 
complete air conditioning, including 
heating air, was the only remedy for 
the situation. 

“Mr. Bethune installed an 84-inch 
ventilating fan which pulls air in 
through the entrance and exhausts it 
through a shaft sunk for that pur- 
pose. The fan circulates some 90 
c.f.m. of air through the cave, rais- 
ing the temperature within 10 to 
15° of that outside. 

In addition the air circulation 
dried up the ceiling and walls and 
prevented sweating due to the low 
temperature. 


Wee 


SMITH'S CAFETERIA, TOLEDO, OHIO, nationally known for good foods, installs 
McCRAY REFRIGERATORS operated by UNIVERSAL COOLER condensing units 
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ing and careful inspecting methods that have characterized our 


commercial refrigerating units for more 


Write 


than fifteen years. 


for complete information on Universal Cooler condensing units 


bearing your own brand name. 


DETROIT, MICHIGAN ° In covets: “UNIVERSAL COOLER CO. OF CANADA, LTD., BRANTFORD, ONT. 
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AIR CONDITIONING AND REFRIGERATION NEWS,.SEPTEMBER 1, 1937 


FOREIGN TRADE 


Argentine & Brazilian Markets Opening, 


Manufacturer's Agent Reports 


By Phil B. Redeker 


DETROIT—The boom in full force 
in Argentina and progressively better 
times in Brazil are bringing these 
two countries into the forefront as 
markets for American-made refrig- 
erating equipment, declares E. L. 
Weldie, manufacturer’s agent and 
distributor of refrigeration parts and 
supplies whose headquarters are in 
Sao Paulo, Brazil, with branch offices 
in Rio de Janeiro and Buenos Aires. 

Mr. Weldie is currently on an ex- 
tended visit to the United States, 
contacting manufacturers of refrig- 
erating equipment. 

Argentina’s boom, says Mr. Weldie, 
has been occasioned by the sudden 
jump in demand for the commodi- 
ties which she produces, such as 
grains, linseed oil, and hides. 

Practically all household refrig- 
erators are assembled in Argentina, 
the units being shipped in and the 
cabinets being made locally. This is 
necessitated by the high duty and 
the fact that the duty is on a per 
gross weight basis, thus making 
importation of complete refrigerators 
an economic impossibility. 

Westinghouse, General Electric, 
and Frigidaire all have cabinet and 


assembly plants in Argentina, says 
Mr. Weldie. Kelvinator also has com- 
pleted an arrangement to have cabi- 
nets made locally. Then there are 
a number of small cabinet manufac- 
turing companies, many of them 
auto body concerns, that make a 
smal! volume of cabinets. 


In Brazil the situation is not 
similar, since a low duty makes it 
possible to import complete electric 
refrigerators. Economic conditions 
in Brazil, while not hav-.ng the stimu- 
lus of any big boom t:mes, have been 
steadily improving the past few years 
with the result that the 
all products is improving, 
Mr. Weldie. 

Until the past year the refrigera- 
tors were sold only to the top income 
class, since the minimum price was 
$250, but recently one firm has 
started to distribute direct to the 
public and has cut prices drastically, 
selling one model for as little as $125. 
This move has met with success, 
since it opened up the market in 
the lower income classes, and will 
probably be followed by other firms, 
Mr. Weldie believes. 

American makes 


declared 


dominate’ the 


Thermostats 
Expansion Valves 
Pressure Controls 
High Pressure Safety Cutouts 
Condensing Water Regulators 
Solenoid Valves 

Parkless line shutoff Valves 
Heating Elements for Defrosting 
Time & Remate Control Switches 


Contoctors with and without 
thermal overload protection 


Humidistats 
Dial Thermometers 


$ 


Descriptive motter ot request 


Complete Range of Control & Protective 
Apparatus for Refrigerating Plants 


Reliability & Adequacy proved by thousands 
of tests in every day practical use. 


SAUTER 


Works : Fr. Souter S.A. Basie 16 (Switzerland) 


Smportant Evrcpean Works 


specialised in the manufacture of high class 
Controlling Apparatus 
for Refrigeration Plants — 
rag ee b tans 


AGENTS, 


especially in overseas countries 


well introduced in the Refrigeration Industry. 


Detailed offers to be directed to B. M. 598 
ERWOOODS LTD. 


International Advertisin g Agents 


30 BOUVERIE ST. LONDON.E.C.4 


market for | 


market, constituting probably more 
than 95% of the total volume sold, 
says Mr. Weldie. Some German 
models have been imported, but only 
a very few have been sold, as the 
South Americans seem to prefer the 
American trademark and the Amer- 
ican cabinet styling. 

Commercial refrigeration business 
has been good, particularly the sales 
to small independent service and 
installation firms, says Mr. Weldie. 
These firms are generally headed by 
a service man who once worked for 
one of the major manufacturers, but 
who has obtained some financial 
backing and has gone into business 
for himself. 


One big market for commercial 


refrigeration is in the “ice cream ma- 
chines” which are in great vogue in 
Brazil. These are in reality counter- 
freezer machines, although some are 
rather crude in design. 

Brazilian children, it seems, are 
really ice-cream crazy, aid since a 
frozen confection on a stick can be 
obtained for less than one cent in 
American money there is a great 
volume sold. 

One of the costlier confections 
costs a little more than a cent, and 
is exactly the price of a Sao Paulo 
Street car ticket, with the result 
that the ice cream retailer does a 
big part of his volume for street car 
tickets, which apparently constitute 
a suitable medium of exchange. 


Much of the refrigeration equip- 
ment for these ice cream makers 
consists of old ammonia machines, 
but the modern small refrigerating 
machine is rapidly coming into the 
picture, says Mr. Weldie. 


Showmanship Produces 
45 Sales in Campaign 
In Colombia Town 


MEDELLIN, Colombia, S. A. 
Showmanship, backed by a carefully 
mapped out, hard-driving promotional 
campaign instigated by Robert Velez, 
U., manager of the Fomento Electrico 
Andino, Westinghouse distributorship 
here, to introduce the 1937 line of 
refrigerators, brought in 45. sales 
within six weeks. 


For three weeks before the car- 
load of 1937 models which it ordered 
arrived, the company ran an adver- 
tising drive in which it used news- 
papers, radio broadcasts, outdoor 
billboards, and handbills to announce 
the new line. Copy in these mediums 
stressed the U. S. government order 
of 16,697 Westinghouse refrigerators, 
and the “kitchen-proved” sales story. 

When the carload of 50 refriger- 
ators arrived, the crated models were 
loaded onto six trucks whose sides 
were decked with banners flaunting 
the two selling themes. Preceded by 
a band, the trucks were driven 
through the principal streets of the 
city. 

At the same time 300 handbills 
were distributed, and radio and news.- 
paper advertisements announced the 
arrival of the carload of merchandise. 

Dramatic window displays, and 
the announcement of a key-and-lock 
contest, next figured in the drive. 
This contest was put across by 
direct mail. Letters addressed to the 
housewife were sent to 3,000 picked 
prospects. Each letter informed the 
housewife that if she brought the 
enclosed key to the showroom, it 
might be one of three keys which 
would open the lock on a floor model, 
and win her one of the three cash 
prizes. 

Further interest in the contest was 
drummed up through advertising and 
radio broadcasts. 


Carrier System Simu!ates 
Cave Conditions at Fair 


PARIS, France—-A Carrier air- 
conditioning system, installed in the 
exhibition pavilion of the Roquefort 
cheese manufacturers at the Paris 
Exposition, maintains a temperature 
of 20° C., approaching the exact 
conditions in the original caves of 
Roquefort where the cheese is placed 
for aging. 

Another Carrier system cools the 
all-glass Pavillon de Saint-Gobain at 
the exhibition. Due to the glass con- 
struction, the air-conditioning equip- 
ment has to reduce the heat caused 
by an extra heavy sun-gain load. 

In all installations, the air-condi- 
tioning equipment is placed in glass 
enclosures in keeping with the ex- 
position architectural motif, so that 
the public may see how weather is 
“manufactured.” 


At New Zealand's First Refrigeration Show 


REFRcceTign | 


AUCKLAND WELLINGTON: CHnIsTCHURER 


In front of Refrigeration Supplies, Ltd.’s booth at the recent first annual 
New Zealand Association of Refrigeration exhibition in Wellington are: 
R. W. McKenzie of Refrigeration Supplies Ltd., refrigeration jobber; 
W. A. Toogood of International Services Ltd., manufacturers’ representa- 


tive; Louis S. Hancock and J. Russell Hancock of J. Russell Hancock 
Ltd. and J. Russell Hancock (Australia) Pty. Ltd., manufacturers’ 
representative in New Zealand and Australia. 
” * * ©--— — - — - 
distributor (British-manufactured 


New Zealand Group 
Holds First Show 


WELLINGTON, New Zealand - 
The New Zealand Association of Re- 
frigeration held its first annual 
three-day exhibition here July 1-3. 

Although the exhibition did not 
arouse wide interest on the part of 
the general public because it was 
held in the middle of the New Zea- 
land winter, among industry mem- 
bers it was considered highly suc- 
cessful, according to J. Russell 
Hancock, of J. Russell Hancock, Ltd., 
manufacturers representative here. 

To importers a source of satisfac- 
tion at the exhibition was the inter- 
est displayed in air conditioning. 
There are but two air-conditioning 
plants in New Zealand at the pres- 
ent time. 

While a demand for industrial in- 
stallations is anticipated, the growth 
and acceptance of air conditioning for 
other than public installations is 
expected to be slower here than in 
territories with more tropical cli- 
mates. High tariffs and freight 
charges make the importation of 
equipment almost prohibitive. 

Among the firms who sponsored 
exhibits at the Association refrig- 
eration exhibition were: H. W. 
Clarke, Ltd., Westinghouse distribu- 
tor; A. & T. Burt Ltd. Stern 


TO DO 


* ‘ 


Check These Outstanding Features 
of C-H Refrigeration Control 

/ 4 models meet nearly every 

y need 

vy Famous C-H overload protection 
now available for replacement 
control 

y C-H settings are dependable; 
stay the way you set them for 
yeors 

y All wanted advantages: cold 
control; defrost position; adjust- 
able temperature and pressure 
range; each model fits large or 
small openings; mounts horizon- 
tally or vertically; simple con- 
nections. 


| 
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IS IT SAFE FOR THE SERVICE MAN 


@ Any service man who has been over the 
ground knows that more and more of the 
leading refrigerator manufacturers are 
standardizing on Cutler-Hammer Refrigera- 
tor Control. This fact is doubly important to 
the man who knows what thorough and ex- 
haustive tests precede such a decision. 

And every service man who is trying to 
establish himself soundly with his customers 
knows that what is best for the box must be 
best for him. That is why more and more serv- 
ice men standardize on the same control... 
Cutler-Hammer Control. . . for replacement 
service. It's the only control that gives them 
the proven features of C-H Design. Write 
for literature. CUTLER-HAMMER, Inc., Pioneer 
Manufacturers of Electric Control Appara- 
tus, 1362 St. Paul Ave., Milwaukee, Wiss 


CUTLER-HAMMER 


machine); National Electrical & Engi- 
neering Co., Ltd.; W. A. Fisher, Ltd., 
Coldspot distributor; and Refrigera- 
tion Supplies, Ltd., refrigeration 
parts and supplies jobber. 


Consul Reports Growing 
Demand in Venezuela 


MARACAIBO, Venezuela—-Demand 
for household electric refrigerators 
is showing a constant increase in 
this territory, reports U. S. Consul 
Archer Woodford. 

All refrigerators sold here are of 
American origin, Mr. Woodford adds. 

Venezuelan business’ conditions 
have been on the mend during the 
past few years, chiefly because of 
increased activities on the part of 
petroleum-producing companies. 

The fact that business conditions 
now are good, and that there has 
recently been an appreciation of 
Venezuelan exchange from 3.93 boli- 
vares to 3.19 bolivares to the dollar, 
should help refrigerator sales, the 
consul believes. 


F. C. are Moves 


SYDNEY, Australia—F. C. Love- 
lock, Ltd., manufacturers’ representa- 
tive, has moved from its old quarters 
to a new location at 16-20 Young St. 
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AIR- CONDITIONING AND REFRIGERATION NEWS, SEPTEMBER 3, 1937 


United Kingdom, South Africa, Canada, 
Brazil, & France Are Chief Buyers of 


U. S. Refrigeration I Equipment in 1936 


U. S. exports of electric onneietin on equipment for 1936 as compiled by the 
Bureau of Foreign & Domestic Commerce of U. S. Dept. of Commerce 


Electric 
Household 
Refrigerators 
Number Value 
Europe 
pO LAE TERRE TES Cee Ree 419 $ 30,662 
Azores and Madeira Islands... 15 1,421 
A A Pere eae Aree 2,435 179,839 
Bulgaria SER ET OTT ee 10 889 
CRORE 565.665 00500 tes 0% 721 34,622 
DEE. GAC i6 a0 i oc cu eeeewseas 6 768 
Seer dt aparedcoct enews 1 146 
EE! aSve 6 tid5 a denen eee en aad 253 20,657 
EE Sra oe is once ko ak bade ea wk 8,664 581,001 
CE obi trgek be eehee reson. 28 2,737 
EEE 57-6 Sdadbnesogepoctewwen 37 3,371 
OO rE een ee rT Tr he ea 219 24,182 
DE sibesracmecdonswtseans 4 521 
SOLE POW WEMRO. ccc sicscsccesse 715 62,604 
Tao iece cheese Saenee ows 4 1,013 79,361 
Ses Bais ks bad cele ee OR ebb Bon 10 726 
RCIAEEEE, 5. sds09 00.9800 086400 17 1,625 
Malta, Gozo, and Cyprus....... 15 1,409 
IEE ik Gain vaeeee Cass eFT 6 2,419 177,246 
pT RS eee ered eee 1,575 117,987 
Poland and Danzig ........20. 15 1,086 
DIT | 6544.664.04354665.0500504.006 216 18,639 
IR, Sas Sirs ba: dibd bce doce 56-8 153 11,722 
ee REOMOD foe cese-s85 ens 142 20,739 
ORES Re erie eae re ice 2,024 157,727 
ee ee eee 2,304 167,952 
DEEEEUEENEb.oe we tccansedcdinras 969 74,799 
Ser rT ert Perr eer 9 782 
United Kingdom ........... 33,966 2,056,411 
Y ugoslavi Me “Naeies cee weae ig wes 47 3,707 
North Adasen 
CE ore ect itels¥0%245:0 cae 13,698 679, 387 
BPItIGM PAOMGUPGR «.ciss cess 19 
a POP rere. Creer 356 
Gasieate Sis palate Wiebe. Savard s 236 
honduras Pieakeecaee cee svasiwe 173 
ES. 6.6.60 00540 45905505650 57 
PE. sh Kae econ. 1,093 
SE? Scar eka kee taeawe whe Se: 150 
EFS errr ere ia 4,935 
Newfoundland and Labrador.. 105 
| Ser eer ee 523 
PE itoteseesseen ee areas 147 
PO cin peas aed ee 148 
Trinidad and Tob: igo ... 357 
Other British West Indies..... 190 
CE) eeu Saeaes Rea ee ees ; 3,982 
Dominican Republic ...... eis 267 
Netherland West Indies ...... 93¢ 
French West Indies ........... 148 
Haiti, Republic of.... 128 
South America 
pa ere. eee a 4,242 216,719 
. .. SRRRAS ener reer 98 8.931 
Eo coche bha eee s Mee Reeders 52 893,885 
Ce fanbinaebbewdse 2 49,165 
Colombia. ........ f 213,081 
Ecuador iy Cee ee eT 228 20,279 
Eee, SOAMME koe e ccc dies ce 123 9,426 
oo” eee ee sais Oa eae ae 49 4,444 
French Guiana ..... oie ; 
x) CT eee 128 11,463 
AREER Oe See 886 76,258 
Uruguay .......... 979 74.202 
Venezuela 2,253 185,688 
Asia 
_ Crore rers 38 3,687 
Saudi Arabia ..... 49 4.713 
British India ....... 3,228 259,126 
British ange aie 1,6°6 148 826 
Ceylon — NEPA 258 23,232 
China ie alpecnid tie 15! 93,52 
Netherland India . 1,952 172. 446 
French Indo-China 752 67,527 
Hong Kong 359 37,761 
LGR arr rrrre 155 16,487 
a err 231 25 148 
Kwantung 48 4.519 
Palestine ...... 3,062 242,839 
Iran P ; ~ 4 28) 
hilippine Islands 2,068 197,187 
iam kanes 256 19,511 
yria 354 29.447 
urkey : 1 707 156,511 
itther Asia 20 6,000 
Australia & South Seas 
Australia... 2,626 164,907 
British Oceania 32 3,508 
French Oceania 25 2,253 
New Zealand 2,156 173,388 
Africa 
Ethiopia ; 3 277 
Belgian Congo : 141 14,963 
British East Africa 278 24,769 
nion of South Africa 22,244 1.840.819 
G ld Coast , 229 19,814 
‘igeria 7 103 9.615 
Other British West Africa 31 3,023 
Egypt ; 630 59,149 
Algeria 994 76,626 
Tunisia 1,292 100,980) 
Madagascar ‘ 98 7.457 
Other French Africa 168 39,357 
Italian Africa 3 316 
Liberia 15 1,299 
Morocco 1,329 98.501 
Mozambique 639 55,250 
Other Portuguese Africa 
Canary Islands 97 8.104 
Other Spanish Africa 76 5,396 
Total . 160,782 $11,767,666 
Shipments to Hawaii P 5,265 521,672 
Puerto Rico 3,767 368,756 
Virgin Islands... 46 4.599 


Electric 
Commercial 
Refrigerators 
Up to tol Ton 
Number Value 
106 $ 7,039 
SSO 71,638 
"30 4,175 
7 1,416 
137 13,817 
3,847 265,730 
72 5,852 
3 434 
177 20,801 
253 17,935 
36 6,482 
3 172 
908 79,244 
202 22,811 
3 271 
27 3,658 
1 66 
1 237 
532 59,061 
482 49,421 
15 1,274 
6,230 396,029 
57 7,886 
1,306 115,804 
‘17 3,954 
9 957 
4 1,327 
2 493 
137 26,240 
13 1,816 
360 51,066 
& 2,045 
53 9,698 
8 e 
27 3,15s 
27 3,680 
513 69,661 
11 2,115 
82 9,945 
& 663 
3 424 
499 39,975 
1 228 
1,591 165,615 
17 4,014 
220 26,165 
3 738 
1 &9 
1 28 
74 11 764 
223 19,981 
137 18,324 
6 874 
2 1,135 
427 65,856 
131 27,831 
1 171 
62 4,779 
186 27,889 
24 6.712 
23 2,420 
7 £6] 
168 22,251 
428 49,296 
169 31,777 
64 10,581 
319 42.805 
17 ) 972 
9 4,762 
2 152 
3 3 ) 
641 70,264 
2 132 
& 1,109 
1,572 168,370 
8 749 
11 1,371 
89 11,978 
161 15,853 
178 22,401 
2 150 
3 124 
2 660 
9 3,106 
56 5,641 
11 1,293 
3 364 
24,297 $2,234,191 
225 35.093 
299 44,865 
7 1,493 


Refrigerators 


$ 28,371 
28 


102,765 
1,193 
80,771 
23,610 


35,106 
481.727 


51. 831 
133,060 
54,359 


1,317,629 
3.955 


938, 962 2 


$5,169,543 
69,219 
36,906 
1,463 


Better performance... 
heat is minimized by Manhattan's exclu- 
sive construction: the endless Whipcord 
is completely floated in rubber, welded 
into a strong tension member which is 
placed in the neutral axis area. Above 
the tension area is an extensible section; 
below a compression section . 
tests prove Manhattan V-Belts run 
smoothly ... noiselessly . 


LONGER LIFE 


because 


. Repeated 


. enduringly. 


THE MANHATTAN RUBBER MFG. DIV. 


Of Raybestos-Manhattan, Inc. 


45 Townsend St. Passaic, N. J. 


internal 


Value | 


Import Bans on Parts 
Loosened by Australia 


SYDNEY, Australia—Permits for 
the importation of American-made 
sylphon bellows, sylphon seals, seal 
rings, rotary seals of 2 inches or 
more diameter, stellite, and gaskets 
for electric refrigerating machines 
are now being freely granted by the 
Australian government, according to 
assistant U. S. Trade Commissioner 
Wilson C. Flake. 

However, the strict prohibition on 
imports of complete electric refrig- 
erators or other parts remains intact, 
except that special permission is 
granted to import some parts for 
replacement purposes. 


New Finnish Apartments 
Install Refrigeration 


HELSINGFORS, Finland— Central 
refrigerating plants with individual 
cabinets in each apartment are being 
installed in most of the new apart- 
ment houses being constructed in 
this city, and in other leading cities 
in the country, according to U. S. 
Consul George Orr. 

Mr. Orr also states that refris- 
eration installations are being made 
in many already established apart- 
ment buildings in an attempt to 
keep up with the modernization 
evident in the new blocks. 

Refrigerating machinery used in 
these installations is bought from 
foreign manufacturers, and the cabi- 
nets are made locally. There is 
practically no demand for self-con- 
tained household refrigerators. 


7 


Deferred Payments 
Build Sales in 
South Africa 


JOHANNESBURG, Union of South 
Africa—-Comparatively recent intro- 
duction of deferred payment plans 
in the leading South African cities 
has greatly increased electric house- 
hold appliance sales, according to 
assistant U. S. Trade Commissioner 
F. J. Cunningham. Johannesburg, 
Durban, and Capetown are _ the 
major centers of development. 

articularly marked has been the 
increase in the sales of refrigerators, 
all newly constructed apartment 
houses in the larger cities being 
equipped with them. 

Annual imports of refrigerators 
into South Africa total approxi- 
mately 14,000 units, of which 80% 
are American. At present efforts are 
being made to obtain representation 
from Canadian manufacturers in the 
South African refrigerator market. 

Like electric ranges, electric re- 
frigerators may be purchased on 
deferred payment plans sponsored by 
the electricity supply commissions of 
the principal towns in the Union, 
although the majority of the units 
are sold by independent dealers who 
have their own instalment plans. 

An electric refrigerator may be 
purchased either through one of the 
commissions or direct from a dealer 
on a 24-months payment basis. 
greatest 
which 


Refrigerator sales are 
during the summer months, 


in this part of the world happen to 
December, 


be November, and Jan- 


uary. 


One of the leading dealers in Cape- 
town has been averaging 80 refrig- 
erator sales per month, and during 
a particularly. hot spell in December 
he sold 17 refrigerators to individual 
customers in two hours. 

The most popular refrigerator in 
Johannesburg is that selling for 
from $150 to $175, and having a 
capacity of 4 cu. ft. 


— r English Markets 
Barely Scratched, Hadden Says 


LONDON, Ont., “Canada — The 
Canadian and Lnglish markets for 
refrigeration and_ air-conditioning 
equipment have barely been 
scratched, in the opinion of C. W. 
Hadden, general manager of Kelvin- 
ator of Canada, Ltd. 

Canadian sales have reached but 
15% saturation, Mr. Hadden points 
out, compared with 41% in the 
United States. Sales this year are 
well above last year’s mark, and he 
expects the Dominion market to 
show marked development during the 
next few years. 


REFRIGERATION CATALOG 
Seven Models of Compressors 
Fifty-eight Models of High-. 
sides from % H. P. to 15 H. P. 


BRUNNER MANUFACTURING CO. 
UTICA, N. Y. 


ALCO QUALITY AND 
ALCO ENGINEERING 


INCLUDES THE 
FOLLOWING: 


@ High Capacity—5 tons Freon 12, 


10 tons Methyl Chloride 
@ Packless, tight seating 


@ Low power consumption 


@ Non-magnetic pin, forged brass 


body 


@ Universal conduit connection, 


moisture proof coil housings 


@ Stainless steel working parts 


@ High operating pressure 
differential 
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THES QUALITY OF 


MAGNETIC 
- $TOP VALVES 


HE ONLY REAL PROOF of superiority in design 
and manufacture is actual performance. Since 


the introduction of the Alco Type M-125 Magnetic 


Stop Valve not one valve has been returned due 
to failure in operation. The value of Alco quality 
has been proven again. 


You'll find the Alco M-125 to be the best buy in 


magnetic stop valves on the market today. It is 


receiving wide acceptance in the industry and its 
record of trouble-free, dependable performance not 
only assures a satisfied customer, but eliminates the 
possibility of expensive service calls. 


Alco Type M-125 Magnetic Stop Valves are designed 


for liquid or suction line application—for Freon or 
Methyl Chloride, brine, oil, water or air. Available 
in all usual voltages and frequencies. Now made 


with screw connections. 


Specify ALCO-— aud be sme! 


ALCO VALVE: co... Oo hae 
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| 
| FOREIGN TRADE 


Modern Methods Adopted by 
Turkish Distributors 


By John 


Bourla to Air Condition 
Its Own Building 


ISTANBUL, Turkey — Frigidaire 
has installed the only two air-condi- 
tioning units in use in Turkey, 
according to Fred Bourla, refrigera- 
tion manager for Bourla Freres. 

“But we are already at work on 
a campaign for next year to break 
into the market which we believe 
exists in banks, offices, and theaters,”’ 
he réported. “To start it off our com- 
pany intends to air condition our 
building, both as comfort cooling for 
employes and for advertising pur- 
poses.” 

There has been a feeling among 
refrigerator dealers—-Mr. Bourla does 
not share it—that air conditioning 
was too expensive and the people were 
not ready to accept it. He believes 
there is a definite market, and the 
sweating writer agreed with him in 


| 


Strohm 

mercial units; 100 are domestic in 
size but used for commercial pur- 
poses; 450 are 4-cu. ft. boxes; and 
the remainder are various other 
sizes. 


Bourla Freres & Co. took over 
Frigidaire in 1933, after other deal- 
ers had sold but 50 units a year. 
It advertised extensively, sold 250 
the first year, has had a steady in- 
crease of business since. 

The real commercial business is 
now born, he says. Two years ago 
he made an intensive effort to sell 
butchers refrigeration. But they were 
slow to buy because of the cost. Last 
year, however, a couple bought, and 
now they are all falling in line from 
necessity. The household line will 
continue to be the big business for 
the next few years, he believes. 

Each year his company is selling 
deeper and deeper into the lower 
classes of purchasing power. The 
company gives 18-month _ terms, 


Who’s Selling Refrigeration to the Turks 


In this second and 


concluding 


instalment dealing with the 


refrigeration and air-conditioning business in Turkey, John Strohm 
relates some of the experiences and problems of the distributors | 


he interviewed. 


Mr. Strohm is an itinerant journalist now on a trip around the 


world. He has interviewed 


refrigeration distributing firms and 


surveyed market possibilities in a number of foreign ports of call for 
a series of articles which have been appearing in AIR CONDITIONING AND 


REFRIGERATION NEWS. 


August that there was at least a 
need. 

Mr. Bourla believes the small air- 
cooled self-contained unit would be 
the best seller. Water is expensive, 
and then, he thinks water cooling 
equipment rather cumbersome for 
small installations. 

Refrigeration business is more than 
satisfactory. His company passed its 
1936 mark of 1,000 units late in 


July, and is aiming now for 1,300 
or 1,500. The most popular unit is 
the 4-cu. ft. capacity box. Of every 
1,000 refrigerators sold, 150 are com- 


| 


offers complete service for refrigera- 
tors and radios. Their advertising is 
mainly in Turkish newspapers, but 
the firm also uses a French and 
German paper. His company has a 
contract with the local electric com- 
pany to sell Frigidaire equipment. 

The household appliance line has 
no ready market in Turkey for a few 
years, he contends. ‘‘The people are 
different here, and will take slowly 
to washers, electric irons, and 
ranges.” 

Bourla Freres & Cie was estab- 
lished 18 years ago by two brothers. 


HE preference for ESOTOO and V-METH-L, the refrigerants ~ 


with less than .0030% 


spreading more widely. 


moisture, is 


mounting higher and 


These twin refrigerants of superlative 


quality are now the favorites with air-conditioning and refrig- 


eration experts on every 


their dependability and our 


encompasses the entire world. 


If vou have anv special 
y §| 

problems of refrigeration 
or air-conditioning. write 


to k. \. 


Virginia 


Eustis, See.. 
Smelting 
131 State St.. Boston. Mass. 
for information and 


ady ice. 


rapid 


continent, because of their purity, 


delivery service which 


~ 
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Customers of Schoor & Guessarian, Kelvinator dealer in 


company’s display rooms. 


beautiful murals of old-time dancing girls performing for their masters 


They now have another store in 
Istanbul, a branch in Ankara and 
Smyrna, 25 dealers’ throughout 


Turkey, and an organization of 100 
men. In addition to refrigeration 
equipment, they handle RCA radios 

top seller in Turkey—and also a 
complete line of electrical equipment, 


light bulbs, motors, etc. 
* * * 


Libert Sells G-E Household, 
DKW Commercial Units 


“I could have sold several hundred 
more General Electric household jobs 

but I didn’t have them.” That was 
the chief complaint of Robert Libert, 
local distributor for G-E domestic 
and German DKW commercial re- 
frigeration. It was his first year 
selling G-E and the estimate of his 
needs fell short of the ready market 
he found for the goods. 

He formerly sold DKW domestic 
refrigerators, but switched to G-E 
because “German household refrig- 
erators cannot compete with the 
American makes.” 

His explanation: ‘‘German sales are 
relatively small as compared to the 
States; and manufacturers cannot 
afford to change models so often. 
Consequently, German refrigerators 
are always a lap behind the top- 
notch American domestic units, and 
nobody wants to buy an old model.” 

But he goes to bat for the DKW 
commercial job. He thinks it is as 
good as American makes, and cheaper. 
Furthermore, he can _ get special 


cases to fit the local customers’ needs, 
by telling the German manufacturer 
His sales have in- 


what he wants. 


Try WOLVERINE COPPER 
Refrigeration tubing. It's 
softer, dependable, clean 
and built to A. S. T. M. 


specifications. Your jobber has it. 


YOU LL LIKE IT. 


WOLVERINE 
TUBE COMPANY 


Mil CENTRAL. AVE. DETROIT, MICH. 


Istanbul, get a double treat when they enter the 
In addition to the attractive lineup of refrigeration equipment, the walls have 


in the accepted Turkish fashion. 


| Fun for Turkish Kiddies 


They have merry-go-rounds in Turkey, too—but it’s not all 


everybody. 


fun for 


For instance, this one wouldn’t run long if that fellow in 


the center stopped turning the crank. 


creased an average of 25°, for the 
past four years, and, he expects a 
constant increase. 

He handles G-E ice cream cabinets 
and bottle coolers because they are 
not a DKW specialty. Forty per cent 
of his goods are sold in Istanbul, the 
rest in Turkey through his dealers. 
He offers complete service day and 
night because ‘‘when a fellow’s bottle 


cooler isn't working, he is losing 
customers—-and I might lose one 
too.” 


He heads the only firm in Turkey 
devoted exclusively to refrigeration. 
Most of his money is made in com- 
mercial refrigeration. He got his 
start in 1924 with Frigidaire in 
Europe, came to Istanbul four years 
ago. 

Mr. Libert gives as reasons why 
the air-conditioning market is not ripe 
in Istanbul as yet: (1) There's al- 
ways a cool breeze from the Bos- 
porous. (2) Temperature seldom ex- 
ceeds 90° F. (3) Rich people who 
could afford it move out of the city 
during summer. (4) Theaters close 
because the buying class is out of 
town. (5) Too expensive. 


However, he believes factories are 
a good potential market. But he, too, 
is “thinking about it,” and getting 
ready. 


Kelvinator Going Strong 


“We sold 49 Kelvinators in 1930; 
last year we sold 1,000; and this 
year we're aiming at 1,500,” says 


Vortik Kement, manager of the firm 
Schoor & Guessarian, dealers in re- 
frigeration, radios, and gramophones. 

The company’s main refrigeration 
market is in Istanbul although it 
distributes to all of Turkey through 
22 branch stores and many small 
dealers. Air conditioning the firm is 
“thinking about,’”’ but hardly believes 


it will take hold for a couple of 
years yet. 

Biggest money maker is “His 
Master’s Voice’’ gramophones and 


records; of the latter they sell 600 
a day. 

“There are only about 10 cities in 
Turkey where they have electric 
power night and day, so radios do 
not offer serious competition,” he 
said. But he gave another interest- 
ing reason for the gramophone's 
popularity. 

The government forbids more than 
an hour of Turkish music to be 
broadcast daily, since it wants the 
influence of European culture. So old 
timers whose hearts tick the same 
and whose desires remain unchanged 
despite the government's moderniza- 
tion program buy gramophones and 
records, to hear the old Turkish 
songs. ‘A goodly portion of the sales 
also comes from a modern generation 
which has learned to dance, must 
have dance music. 

Refrigeration equipment is_ the 
firm’s second best seller—last is 
Marconi radio. (Al Smith would be 
at home in Turkey—radio is spelled 
radyo, pronounced the same.) Radio 
sales boomed for a time, but soon 
lagged behind gramophone. 
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COMMERCIAL NEWS 
Selling Prospect What He Needs, Instead 
Of What He Asks for, Makes Friends 
For Chicago McCray Branch 
mnie a 


individual refrigeration requirements 

is the sales precept which McCray 
salesmen here followed in making 
60 wall-type commercial refrigerator 
sales since Jan. 1, says Frank Mur- 
phy, local branch manager. 

The salesmen do not always sell 
the customer what he wants, but 
rather the equipment which is most 
suitable to his needs, says Mr. Mur- 
phy, who has had 20 years’ experi- 
ence in selling McCray equipment. 
And very often, he adds, wall-type 


refrigerator storage space answers 
the need. 
To illustrate how the _ selling 


methods work out, Mr. Murphy told 
of a prospect recently contacted in 
Joliet, Ill., who already had a Mc- 
Cray double-duty display case, 
needed additional storage capacity, 
and was considering the purchase of 
another double-duty case. 


In checking the store’s require- 
ments, Manager Murphy noted that 
floor space was at a premium, that 


the prospect’s chief need was to 
secure added _ storage space _ for 
meats, and that the storage base 


in the double-duty case already in- 
stalled was so overcrowded that 
proper air circulation was prevented, 


Rupp & Angus Get New 
Posts with Lipman 


CLEVELAND—G. Vance Rupp has 
been appointed manager of General 
Refrigeration Sales Co.'s branch office 
here, succeeding Frank M. Angus, 
who has been transferred to the 
managership of the company’s Kan- 
sas City branch. In his new position, 
Mr. Angus supplants Paul Laughlin, 
who will retain his connection with 
the organization, doing some special 
sales work in the Kansas City terri- 
tory. 


Universal Cooler Equipment 
Cools New Canadian Brewery 


LONDON, 
tion of the 


Ont., Canada—Installa- 

refrigeration system 
in the new East London Brewery 
Warehouse was made by the Uni- 
versal Cooler & Refrigeration Co., 
Brantford, under the direction of 
E. D. Schott, local agent. 

Primarily to enable the installa- 
tion of the refrigerating equipment, 
the new warehouse was built at 594 
Dundas St. to replace the old build- 


ing at 665 Dundas, which had ne 
cooling facilities. 

The refrigerating plant has been 
onstructed so that supply trucks 
can be driven right inside fer un- 


loading and loading. 


Sparta, Mich. Market Equipped 
By L. H. Udeli Co. 


SPARTA, Mich.—-A walk-in cooler 
and a refrigerated display case were 
recently installed by L. H. Udell & 
Sons, Westinghouse distributor for 
western Michigan, in the W. S. 
Powers Market here. 

The two-unit installation de- 
signed by the Udell company and 
installed under the supervision of V. 
L. Udell. 


was 


Both units are equipped with 
Westinghouse condensing units and 
Fedders coils and valves. 


DEHYDRATORS for drying 
SCALE TRAPS for catching 
F l LT E R S for straining 


REFRIGERATION PARTS 
WEATHERHEAD + 300 E. 131 ST. + CLEVELAND, OHIO 


Installing a second double-duty 
case would not solve the problem, 
Mr. Murphy decided. So he pointed 
out to the prospect that a wall-type 
refrigerator would provide greater 
cubical content and would take up 
floor space in a more available lo- 
cation than would space required for 
another display case. 

The wall-type installation, he also 
explained, would cost less money. 
Convinced, the prospect purchased. 

The markets which have proven 
most fertile fields for sales of wall- 
type refrigerators, Mr. Murphy said, 
are bakeries, delicatessens, groceries, 
and taverns. 

“We have also found a market 
for their sale in many food stores 
handling bottled and canned beer,” 
he declared, mentioning a follow-up 
call on a bakery display case pros- 
pect who changed his mind and 
bought a wall-type refrigerator for 
storing beer. 

“We also sold an 8 x 8 cooler for 
this purpose, as well as several wall- 
type refrigerators. We believe that 
this field for equipment for beer 
cooling is not as competitive as 
other lines, and that will produce 
a volume of business if properly 
worked,” said Mr. Murphy. 


Cortior Monde Kold-Hold 
New England Engineering 


LANSING, Mich.—- William E. Car- 
tier has joined the Kold-Hold Mfg. 
Co. as refrigerating engineer in the 
New England territory with head- 
quarters in Boston. 

Mr. Cartier has 
with the General Ice Cream Corp., 
Springfield, Mass., in charge of in- 
stallation and service work on truck 
refrigeration equipment, and with 
the Icemaster Corp., Haverhill, Mass., 
where, in addition to truck refrig- 
eration work, he was engaged in the 
manufacture and installation of re- 
frigerating machines. 


been connected 


Below Zero Temperatures Held 
In Boulder Ice Cream Truck 


BOULDER, Colo. 
between 10° F. and 3° F. are main- 
tained by three Kold-Hold units 
hooked up to a 1-hp. Kelvinator com- 
pressor in a new 490-gallon ice cream 
body recently delivered to the Watts- 
Hardy Ice Cream Co. here by the 
Batavia Body Co., Batavia, Il. 

The body’s bulk compartment holds 
420 gallons, and an upper compart- 
ment in the rear holds an additional 
70 gallons. The Kelvinator compres- 
sor is in the lower rear compartment. 

The body is insulated with 6 inches 
of Dry-Zero in roof, sides, and ends, 
and 6 inches of cork in the floor. 


Temperatures 


“Listen Boss — 


Here's How 
4 You Can Get 


~— 2) TRAINED Men” 
a U.E.I Free 
ment Bureau will 
put you in touch 
with a trained, com 
petent worker. U.E.I 
trained men have 
made good as shop mechanics, installation 


Place 


and service men in this industry for 10 
years. This service is Free to you and 
prospective employee Try it 

UTILITIES ENGINEERING INSTITUTE 
404 .N. Wells St. Established 17 West 60th St 
Chicago, Illinois 1927 New York, NLY. 


McLaughlin Addresses 
Retail Meat Dealers 
On Refrigeration 


CINCINNATI—C. D. McLaughlin 


| of the commercial refrigeration ap- 


plications department of Kelvinator 


division, Nash-Kelvinator Corp., 
spoke on “Meat Market Refrigera- 
tion” at the fifty-second annual 


convention of the National Associa- 
tion of Retail Meat Dealers, held in 
the Netherland-Plaza_ hotel here 
Aug. 8 to 12. 

Exhibitors of refrigeration equip- 
ment at the convention § included 
Allied Store Utilities Co., Brunner 
Refrigerator Co. (of Cincinnati), 
Cincinnati Butchers Supply Co., 
Frigidaire Corp., C. V. Hill & Co., 
Inc., Holcomb & Hoke Mfg. Co., 
McCray Refrigerator Co., Kelvinator 
division of Nash-Kelvinator Corp., 
and The C. Schmidt Co. 

All meats and meat products dis- 
played in individual booths at the 
convention were kept in refrigerated 
display cases furnished by the com- 
panies showing equipment at the 
meeting. 


Kelvinator System Used in 
Ice Cream Delivery Truck 


EAU CLAIRE, Wis.--A new 350- 
gallon ice cream body, recently built 
here by Herman Tietz & Sons for 
the Tri-State Ice Cream Co. here, 
uses a Kelvinator mechanical refrig- 
erating system in maintaining its 
0° F. temperatures. The new unit 
travels over a 150-mile radius. 


G-E Sponsors ‘Transcontinental Blimp 


Race’ to Stimulate Commercial Sales 


CLEVELAND ~—To stimulate sum- 
mer sales of commercial refrigera- 
tion equipment, General Electric Co. 
is running a _ national distributor 
contest in the form of a “Trans- 
continental Blimp Race.” The drive, 
which started July 19 and _ ends 
Sept. 18, is being conducted as a 
mythical San Francisco-to-New York 
City flight. 

For the duration of the contest, 
each distributorship is known as a 
blimp, the distributor being the 
“commanding officer,” the commer- 
cial manager of each distributorship 
the “chief pilot,”” and salesmen the 
“assistant pilots.” 

Each distributor has been given a 
quota in dollar sales of G-E com- 
mercial equipment to sell during the 
contest. All distributors in each of 
the 15 districts form a “squadron.” 
Twenty-seven cash prizes are offered 
to squadron leaders, and four na- 
tional prizes will be awarded to 


“blimps” covering the greatest dis- 
tance. 

To qualify for squadron prizes, 
distributor’s sales records must 
represent coverage of three-fourths of 
the total distance within nine weeks. 
Those covering three-fourths of the 


flight in six weeks, and who chart 
the greatest distance during the 
entire period, will receive national 
prizes. 


Weekly “race bulletins’ are issued 
from the Nela Park “hangar,’’ where 
W. E. Landmesser, head of General 
Electric’s commercial sales depart- 
ment, is “flight commander.” Each 
distributor has to submit weekly 
“weather reports” for his blimp to 
flying headquarters. 

To provide weekly goals, “fueling 
stations” have been set up at Reno, 


Salt Lake City, Colorado Springs, 
Wichita, Kansas City, St. Louis, 
Louisville, Washington, and New 
York. 
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Opportunity in 1938 
Augured by 1937 


Import Surpius 


ESSIMISTS profess themselves 
to be alarmed over the import 


surpluses being created in our 
foreign trade for 1937. Despite 
the coming of boom times to 


Great Britain, South America, 
Japan, Czechoslovakia, Germany, 
Italy, Poland, Canada, and several 
other nations, it would appear 
that American exporters have not 
taken fullest advantage of the 
richer markets now available. 


Our traditional export surplus 
was practically wiped out last 
year and, according to a survey 
recently made by the Guaranty 
Trust Co. of New York, our 
foreign trade has resulted in an 
import surplus in every month of 
1937 thus far except May. 


America Is Buying 
More Than It Sells 


During the first six months our 
exports had an aggregate value of 
$1,534,000,000, while our imports 
were totaling $1,683,100,000. That 
leaves the United States $149,100,- 
000° on wrong the 
ledger. 


the side of 


for 1936 
smallest 


Our 
was 


export surplus 
$34,258,291, the 
excess of over imports 
which this country has registered 


in 43 successive years. 


exports 


Forced to Import 
Foodstuffs, Raw Materials 


Two reasons may be assigned 
for this change in the complexion 
of our foreign trade: (1) Govern- 
ment-sponsored agricultural acre- 
age reduction, plus Nature’s own 


crop. curtailment, forced large 
purchases of foodstuffs from 
abroad; and (2) the. gradual 


return of our industries to normal 
capacity has necessitated markedly 


increased importations of raw 
materials. 
At first glance it would seem 


that this country is “in a spot.” 
If you buy more than you sell, 
you eventually go bankrupt. How- 
ever, we have most of the gold in 
the world ($12,500,000,000 worth), 
plus long-term private investments 
in foreign countries totaling more 
than $15,000,000,000, according to 
Department of Commerce figures. 
Thus the United States is definitely 
a ercditor nation, and a big one— 
with far more gold buried in the 
ground than is really good for it. 


Continuation of import surpluses 
not only will enable foreign debtors 
to pay interest on our invesiments 
abroad, but should be the means 
of repatriating a portion of our 
huge gold excesses, and thus 
lessening the danger of monetary 
infation in this country. 


Foreign Nations Buy 
Where They Can Sell 


There is even a more important 
reason why our present import 
surpluses are not bad news; and 
that is, foreign nations are most 
apt to place orders for things they 
want and need with countries 
which buy more from them than 
they sell to them. 


Chief reason for today’s muddled 
international exchange situation, 
with its attendant import quotas, 
tariff restrictions, and difficulties 
of getting money out of a land, 
is national poverty. Scant gold 
supplies and a dearth of foreign 
excliange prevent a nation from 
buying the products of another 
nation. The only way such an 
impoverished nation can buy from 
abroad is to sell, or trade, its own 
goods with a more _ fortunate 
nation. 


Turkish Trade Policy 
Cited as Example 


For example, John Strohm re- 
ported in the August 25 issue of 
AIR CONDITIONING AND REFRIGERA- 
TION NEws that “Turkey follows a 
trade policy of buying only from 
those countries who buy more 
from Turkey than they sell to her. 


“United States is exempt from 
quotas on this basis since her 
1836 imports from Turkey totaled 
13,419,496 Turkish lira, and her 
exports to Turkey were worth 
only 8,992,787 lira.”’ 


Hence American manufacturers 
of refrigeration and air-condition- 
ing equipment can move right into 
Turkey and go to work. The same 
situation will hold true in a con- 


siderable number of nations in 


1938. And now is the time to 
work and plan ahead for this 
business. 
Export Trade Can Be 
. ‘ ‘ . 
Profitable ‘Plus’ Business 
But, after all, is the export 


trade so important? Don't we alf 
have enough to do right here at 
home, without getting mixed up 
with entanglements abroad? The 
answer to that is: export trade 
is usually a_ highly profitable 
business. It is “gravy,” to use a 
colloquialism, or ‘plus’ business. 


Generally speaking, if a manu- 
facturer no more than breaks even 
on his domestic sales, the surplus 
production which he ships abroad 

if he has a_ strong’ export 
organization—-will enable him to 
turn a neat profit on the year. 


Certainly this is true of our 
national economy. In normal 
times, at least 10° of our ex- 


portable goods is sold to foreign 


markets. And 10% usually means 
the difference between prosperity 
and depression. 


Refrigeration Exports 
To First 10 Markets 


To show the importance of 
foreign trade to the electric refrig- 
eration industry, one need only 
glance at the following tabulation 
of shipments to the first 10 nations 
(in order of importance) which 
bought such equipment from us 
in 1936. (A complete tabulation 
of refrigeration exports to 105 
foreign countries is published on 
page 7 of this issue.) 


Electric Household Refrigerators 


Number Value 


United Kingdom.. 33,966 $2,056,411 


South Africa 22,244 1,840,819 
ORE Seis vaca 11,520 893,885 
CARAOR. 526250555 13,698 679,387 
POOR: sos ccseus 8,664 581,001 
ps 4,935 414,648 
SNUG. Sackas eas vc 3,982 354,432 
British India 3,228 259,126 
by 2), 3,062 242,839 
Philippine Is..... 2,068 197,187 
Commercial Refrigerating Machines 
(Up to 1 Ton Capacity) 

Number Value 

United Kingdom.. 6,230 $396,029 
ag rae 3,847 265,730 
South Africa..... 1,57: 168,370 
re 1,591 165,615 
J a eee 1,306 115,804 
Netherlands ..... 908 79,224 
RIGIU: ike cte ca’ 880 71,638 
New Zealand 641 70,264 
a eee er ee 513 69,661 
British India..... 427 65,896 

Parts for Electric Refrigerators 

Value 

United Kingdom ........ $1,317,629 
eee 938,962 
eee ee eee ee 481,72: 
oo ae og ee 306,652 
MEROTEINE. 66 ceasewwess 276,183 
eee ee ere ee 133,060 
| errs yee eee 131,254 
eo || ree oy gee ee 120,675 
Pere eee ae eee 102,765 
Py | ee 97,985 


Total number of electric house- 
hold refrigerators shipped abroad 
last year was 160,782, with a value 
of $11,767,666. Commercial units 
exported amounted to 24,297, with 
a value of $2,234,191. And 
$4,169,543 worth of refrigeration 
parts were sold in foreign lands 
during 1936. 


1937 Import Surpluses 
Grease Wheels for Exports 


As can easily be these 
exports run into considerable sums 
of money. For the most part, this 
business is going to a relatively 
few manufacturers. Each of these 
important export factors expects 
to do a much larger business in 
1938; while a number of other 
manufacturers which haven't been 
in the picture heretofore are mak- 
ing plans to get a share for them- 
selves next year. 


seen, 


And the import surpluses of 
1937 will not only grease the 
wheels for shipments to foreign 
nations of American refrigeration 
equipment—which hasn't a great 
deal of serious competition in 
world markets from manufacturers 
in other countries—but will pro- 
vide those nations with the 
exchange needed to buy our 
products, 


LETTERS 


‘International Edition’ of 


. 
Service Manual Proposed 
Prof. E. Micheli 
Via Agnello, 17 
Milano 
July 15, 1937 

I have to acknowledge your honored 
favor dated April 29, 1937, and to 
thank you very much for the inter- 
esting items it has pleased you to 
communicate to me. 

I have given my most careful at- 
tention, and I have called Mr. 
Faubini’s attention, to the various 
subjects contained in your letter. As 
far as I am concerned, I shall be 
only too pleased to cooperate in any 
scheme you may adopt involving a 
knowledge of the Italian language. 
I only wish the idea of publishing 
the manual in four languages—one 
of the languages being the Italian 
may materialize. 

But what would be the languages? 
“English,” “French,” “German” and 

“Italian” or “Spanish”? That is 
the point! Though it goes against 
my hopes and interest, I am, in honor 
bound, to say that undoubtedly the 
“Spanish” would be the more useful 
of the two, from your point of view. 
The possibilities offered by the great 
South American States are such that 
compared with them, the possibilities 
which Italy could offer are as 
nought! 

Mr. Faubini has considered that 
paragraph of your letter in which 
you say: “We still have relatively 
little correspondence from Italy, and, 
personally, I am _ still rather hazy 
regarding the possibilities for Amer- 
ican-made parts and equipment in 
your country. In other words, it is 
not clear to us whether the present 
restrictions upon trade are temporary 
or somewhat permanent.” 

Well, he has expressed the opinion, 
and has given me liberty to report 
it to you, that there is no hope of 
much improvement to the _ present 
situation for a long time to come. But 
apart from the economical and politi- 
cal reasons which created the present 
deadlock in the international trade, 
one must consider that insofar as 
“domestic” refrigeration is concerned, 


the possibilities in Italy are almost 
nil. 
It is not only a question of Italy 


being a poor country and that the 
number of private families who can 
afford the cost of an electric refrig- 
erator for the home can be counted 

one might almost say—on your 
fingers, but the mode of living of 
99% of Italian families is such that 
the question of refrigeration for food- 
preserving, even in the _ hottest 
weather—and it is pretty hot, as I 
write, I can assure you!—does not 
arise. 

In Italy, there is not the system 
of going to market, or to the grocer'’s, 
or to the butcher's, and buy, say, a 
week's stock of food, which in coun- 
tries is nicely kept in the refrigerated 
larders! Here the housewife, or the 
maid, goes out in morning and buys 
the necessary for the day’s meals 
only—not an ounce more of anything 
above that—nay, sometimes, they go 
twice a day to shop: in the morning 
for the noon meal, and in the after- 
noon for the evening meal 

Hence it is manifest that the idea 
of a refrigerator for the home is, 
in Italy, an unnecessary thing. People 
buy a small block of ice—in the very 
hot weather, just to cool the wine 
with—but that is all. Some well-to-do 
families especially if numerous—have 
gone in for one—(I have seen myself 
a “Frigidaire” or a “Kelvinator” here 
and there) but believe me, even when 
they have done so, they have done 
it more for “swank” than from actual 
necessity. 

Commercial’ refrigeration is, of 
course, quite another matter. Hotels 
and restaurants and butchers and 
fishmongers and provision merchants, 
must of necessity provide themselves 
with modern refrigerators and they 
do; but here again, the question of 
price comes in-—and so long as they 
will be able to find cheaper makes 
even though not quite so good—than 
the American, I fear they will go in 
for the cheaper every time. 

You “Frigidaire” have had a 
bright period of life, here in Milan, 
(I known personally Mr. Harlan, who 


see, 


for years was the Frigidaire Man- 
ager here in Milan—the brother of 
your “Kelvinator” Sales Manager in 


Detroit) but they have 
now, closed down. “Kelvinator,” them- 
selves, did something here, but now 
I don’t ever hear them mentioned 
any more. Some other makes, too, 
have made an appearance, but they 
all did little or nothing at all: and, 
believe me, for the very reasons 
which I have tried to place before 
you effectively and _ intelligently, I 
hope! 

May I hope that you will see your 
way to send me a copy of the Manual 
in French and English, when Teady? 
I should greatly appreciate it, if you 
would. E. MICHELI 


practically, 


Answer: Master Service Manual No. 
C-1, the first of the new series on 
Commercial Refrigeration is now 
ready for delivery. Two other man- 
ulas in this series (Nos. C-2 and C-3) 
will be ready soon. 

It is this series of Manuals which 
is being translated into French. Most 
of the work of translating has been 
completed and a large portion of the 
material has already been set in type. 
However, we are not yet ready to 
make definite announcement regard- 
ing the French Edition. 

We would like to have this series 
of Manuals translated into at least 
two other languages, preferably 
Spanish and German, so that we could 
issue an “International Edition” of the 
Master Service Manuals on Commer- 
cial Refrigeration. Each manual 
would be printed in four languages 
in the four parallel columns of each 
pair of facing pages. 

We have an idea that such an 
edition of the Commercial Manuals 
would prove very helpful to the indus- 
try, not only in spreading information 
regarding the proper methods of in- 
stalling and servicing refrigeration 
equipment, but also in standardizing 
the technical terms and expressions 
relating to refrigeration. 

Suggestions regarding this project 
will be welcomed by the publishers 
of the News. Correspondence is_ in- 
vited with translators who. are 
thoroughly versed in refrigeration 
terminology and experienced in the 
translation of technical literature. 


Midwest One of Larger 
Cabinet Plants 


Midwest Stamping & Enameling Co. 
Galesburg, III. 
Aug. 23, 1937 
Editor: 

We have read with considerable 
interest the editorial entitled “House- 
hold Cabinet Production” in your 
Aug. 18 issue. The article contained 
some very interesting facts. However, 
we take objection to the following 
remark in the article: “Smaller plants 
like Sanitary of Fond du Lac, Wis- 
consin, and Illinois, of Morrison, 
Illinois, are also in the business. 

The Illinois Refrigerator Co. which 
you refer to discontinued business in 
1932. In 1934 the factory of the Illinois 
Refrigerator Co. was purchased by 
the Ice Cooling Appliance Corp., 
manufacturers of ice boxes and our 
own company. In January 1937, hav- 
ing outgrown our manufacturing 
facilities we moved to a larger fac- 
tory here in Galesburg. 

In view of the fact that your own 
publication has published a number 
of articles relative to our activities, 
both in Morrison and in Galesburg, 
we were suprised that the error was 
made both in the name of the com- 
pany and location. 

Furthermore, your statement “also 
in the business” is not, we _ believe, 
justified. This year we have had a 
capacity of 350 domestic cabinets 
daily and have been running con- 
tinually over 300 a day actual pro- 
duction. We don’t know any other 
firms who approach this production 
besides Seeger and Rex. 

Beginning in October of this year 
we will have a daily capacity of 500 
domestic cabinets daily in addition 
to greatly increased facilities for 
manufacturing commercial reach-in 
cabinets and display cases. 

Publication of this letter or an item 
correcting the erroneous information 
contained in your article will be 
appreciated. J. C. Batties 


Rotterdam Firm Wants 


8 on 
Conditioning Franchise 
N. V. Handelmaatschappij 
Junker & Ruh 
Rotterdam W., Holland 
Sirs: 

Will you kindly inform us about 
the price for subscription to the Rer- 
FRIGERATION News and let us have a 
specimen of this weekly for approval? 

Some months ago you issued a 
number which contained a _ descrip- 
tion with particulars and prices of 
the different makes of refrigerators 
on the American market. We feel 
special interest for this copy and if 
you could still send us one, we should 
be much obliged. After hearing we 
shall remit the amount due to you 
immediately by post. 

We are also interested in 
ditioning and should like to come 
into touch with one of the leading 
manufacturers in this line, for which 
we hope your periodical will procure 
us the desired information. 

JUNKER & RUH 


Valuable Addition 


Institut International Du Froid 
9, Avenue Carnot, Paris (XVII) 
July 28, 1937 


air con- 


Publisher: 

I have pleasure in informing you 
that the bound volumes Nos. 17, 18 
and 19 of Air CONDITIONING AND REFRriG- 
ERATION News, have just come to hand. 

I wish to express my great appre- 
ciation for your courtesy and feel that 
the collection is a very valuable addi- 
tion to the Institute’s library. 

M. PIerTtre, 
Director, Central Office. 
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THE AIR AGE 


BY F. O. JORDAN 


What Are Employers Doing 
About Training Men? 


537 Chester St. 
Brooklyn, N. Y. 
Aug. 5, 1937 
Air Conditioning Editor: 

In that part of your column “The 
Air Age” in the issue of July 7, 
1937, which reads “Opportunities for 
Really Trained Men,’ some _ very 
interesting points were brought out 
which I feel merit further discussion. 

The main point of the article, it 
seems to me, is that employers are 
showing concern for the lack of 
“technically qualified men” and the 
inability of the supply to meet the 
demand for same. 

In line with this, you also mention 
the fact that the ‘‘average air-condi- 
tioning course given today is not 
worth the powder to blow it to 
pieces.” 

I, personally, have every confidence 
in the course I am taking, enabling 
me “to figure the roof sunload and 
the sun effect on the west wall when 
the lag of each is six hours and 
occupancy load peaks at 6 p.m.” 

But the question that all the pre- 
ceeding paragraphs have been an 
introduction to is, ‘‘What are the 
employers themselves willing to do 
to remedy the situation?” 

Allow me, for the purpose of 
elaboration, to quote from an article 
in the New York Times of June 3, 
1937, which deals with the report 
in the results of state tests given for 
machinists, sheet metal workers, tool 
and die makers, electric and acety- 
lene welders, and sundry skilled 
men. This article is headlined: 


900 JOBS UNFILLED BY 
STATE TESTS 


Shutdown of Apprenticeships in 

the Slump Held Factor 

Then telling about the alarming 
shortage of skilled men in these 
fields, the article reads further, ‘The 
virtual shutdown of apprenticeship 
training programs during the depres- 
sion was among the contributory 
factors listed in the report.” 

I say now, speaking to the em- 
ployers, ‘Are you willing to offer 
apprenticeships to conscientious air- 
conditioning students? Is it worth the 
$15 or so you will pay, and the 
added liability you incur, to know 
that you have working for you young 
men who will be more intelligent 
and capable in their practical work 
as a result of the excellent (only in 
some cases, I admit) theoretical 
background they are acquiring? In 
addition to this, also having in a 
short time skilled men, trained along 
the lines that may be peculiar to 
the type of work your company 
does.” 

Everyone can see that in the air- 
conditioning industry, the supply of 
really ‘technically qualified men”’ 
that can be turned out by the schools 
can not possibly catch up with the 


industry’s phenomenal growth, at 
least for a few years to come. In 
such a case, I fail to see why the 


word “apprentice” should be anath- 
ema to service managers of certain 
outfits. I, for one, cannot think of 
a disadvantage great enough to out- 
weigh the many advantages of offer- 


ing apprenticeship training programs. 
I feel that this “opening gun,” as 
it were, should provoke discussion 
from your readers, especially air- 
conditioning service managers and 
other employers. ABE ELLIS 


Answer: This question regarding 
the training of men for the air-condi- 
tioning industry is a most interesting 
one both to the prospective employer, 
to whom the present admitted short- 
age of technically qualified men 
threatens to be a barrier to the ex- 
pansion of his business, and to the 
prospective employe, whose ambi- 
tions have directed his future-look- 
ing gauge toward the opportunities 
offered by the growing industry. 

The practice of giving some form 
of an apprenticeship course now has 
some foothold among air-condition- 
ing manufacturers, and appears to 
be growing. 

Your “opening gun’ should be of 
interest to many readers, who, we 
hope, will express their views as you 
have done. 


Employers Decry Lack of 
Adequate Background 


From the manufacturer’s angle the 
difficulty is that although he lacks 
manpower, it is trained manpower 
he requires, not merely any kind of 
manpower. 

As the production manager of a 
leading manufacturing firm recently 
told this writer: 

“We have tried out many air- 
conditioning graduates of universities 
and trade schools, and find that most 
of them lack even a ‘talking knowl- 
edge’ of refrigeration and air condi- 
tioning. To be of any use to us, a 
man must have not only this talking 
knowledge, but must actually be 
able to think in terms of refrigera- 
tion and air conditioning. To get 
such men we find that we must train 
them ourselves, and this takes time 


and money.” 

When asked if it would save some 
of the manufacturer’s time and 
money if the men whom he hires 


could be pre-trained in methods and 
fundamentals, he replied with an 
emphatic affirmative. 

This same executive went on to 
explain that in his estimation pre- 
training would be of such value to 
the industry that he is in favor of 
some arrangement whereby  air- 
conditioning manufacturers would 
pool their knowledge and informa- 
tion and make it available for cer- 
tain approved training schools for 
the purpose of providing proper 
training for future employes. 

The general term ‘“Air-Condition- 
ing Engineer” is a broad one which 


actually includes two distinct sub- 
breeds. 

One of these is the variety of 
engineer who plies his profession in 
the laboratory and design room 
Although of unsurpassed value to 


the industry, this form of engineer- 
ing life is practically unknown to 
the world at large, because it exists 
throughout its life within the con- 
fines of its native haunts, never 
coming out into the light of day. 
The result of the life and habits of 
this breed of engineer is the product 


HANDLED .. SERVICED .. WITH EASE! 


Adaptable to 
Field- Assembled Units 


Artic 


AEG. Y. 5. PAT. OFF, 


(DU PONT METHYL CHLORIDE) 


CCIDENTAL 


* * moisture in field-assembled units 


introduction of 


is easily taken care of when ARTIC 
is the refrigerant. That’s just an- 
other reason why Service Men find 
ARTIC to be 
refrigerant. 
and list of 
request. 


a most convenient 
Complete information 
distributors sent on 


E. I. du Pont de Nemours & Co., Inc. 
Dept. 


burgh, San Francisco 


ARTIC - the preferred Methyl Chloride for Service Work 


| largely 
| makers of such equipment invariably 
| maintain their own staff of highly 
| specialized experts. 


which the manufacturer offers for 
sale. 

The other variety of engineer, 
which is the one generally in mind 
when the term “Air-Conditioning 
Engineer” is applied, is the field or 
application engineer who designs the 
air-conditioning system in the field. 

For the first mentioned class of 
air-conditioning engineer, commonly 
known by the personnel department 
as a “design” or ‘development” 
engineer, most manufacturers do not 
maintain a training course. The 
usual practice is merely to hire the 
brightest looking members of the 
graduating classes of universities 
having engineering on their curri- 
culum, put them to work in very 
subordinate roles, and hope for the 
best. Eventually a few of these men | 
become of value. 

For training the field or applica- 
tion type of air-conditioning engi- 
neer, all air-conditioning manufac- 
turers conduct some _ variety of 
training course. 

The manufacturer of heavy equip- 
ment who maintains his own staff | 
of field engineers generally gives a 
much longer course of training than 
the manufacturer of room condition- 
ers who turns field engineering over 
to his distributors and dealers. 

Since not only the performance 
but the sale of large commercial air- 
conditioning equipment depends very 
upon field engineering, 


For training these experts, the 
course of study must be very | 
thorough and requires considerable | 
time. 

In training the field engineer for 
the medium and smaller size of 
commercial project, most of the field 
engineering generally is done by the 
dealer’s engineers, perhaps subject 
to check by the manufacturer's ex- 
pert. The training of engineers for 
the dealer generally is accomplished 
by courses of a few weeks or months 
which are given by the manufacturer 
and supplemented by occasional short 
courses conducted at the dealer's 
place of business by a factory ex- 
pert, or by an expert furnished by 
a large distributor who represents 
the manufacturer. 

The men who attend these schools 


as students generally are hired by 
the dealer, although in some cases 
they are hired by the manufacturer 
for training, and afterward are 
transferred to the employ of the 
dealer. 

Although there yet are many 
schools whose air conditioning 
courses spend their student’s time in 
fruitless consideration of Charles 
Law and perfect gases, certain 
schools now offer courses prepared 
by experienced factory-trained air- 
conditioning engineers which can be 
of real assistance to all concerned 
and to the industry as a whole as 
sources of supply of pre-trained men 
who are well grounded in the prin- 
ciples and methods in use in air- 
conditioning practice of today. 

Furthermore, there is a growing 
recognition of this fact by certain 
manufacturers. 

There is no doubt that there is 
real opportunity in the air-condition- 
ing industry, because it has doubled 
in volume each year for several 
years, and because it is a serious 
problem to find competent air-condi- 
tioning engineers in sufficient num- 
bers to keep pace with the present 
rate of accelerated growth. 

To take advantage of these oppor- 
tunities, there are two ways open. 
One way is to convince some manu- 
facturer or dealer that he can make 
a valuable asset of you without 
expenditure of an excessive amount 
of time and money in your training. 
The other way (perhaps the easier 
one) is to take a course of training 
which is of such a nature that hard- 
headed air-conditioning concerns will 
recognize its value in pre-training 
men for their use. 


Wattless Conversation 


713 Glenn St., S.W. 
Atlanta, Ga. 
Aug. 21, 1937. 
Editor: ; 

The article by F. O. Jordan, on 
page 9 of your Aug. 18 issue, con- 
cerning the Consulting Engineer, 
contains some very interesting com- 
ments. 

If the “Big Butter and Egg Man” 
Sales Manager up Boston-way will 
take the trouble to drive about the 
country and make a few inquiries, 
he will be forced to admit that all 
of the mistakes of Moses were not 
made by the consulting engineer. 

If he is really interested, this 
writer can furnish him with the 
correct locations of many air-condi- 
tioning plants that were engineered 
(?) by the manufacturers of the 
ne plus ultra in the air-conditioning 
field which have missed satisfactory 
performance by a whale of a big 
margin. 

If he is interested, the writer can 
also give him the location of three 
air-conditioning plants that were 
engineered by the manufacturer’s 
representative, the design of one of 
which was checked and approved by 
the manufacturer’s high-powered 
Sales Manager, but strange to relate 
each of these installations had to be 
scrapped and other plants installed 
before the owner obtained comfort 
cooling. The one that was approved 
by the Sales Manager was corrected 
by a consulting engineer. 

Some sales managers are long on 
wattless conversation and short on 
facts. C. T. BAKER, 


Consulting Engineer. 


The Distribute. Who Sells the 
REFRIGERATION LINE 


roa 


! 


MOTOR 


IS BUILDING GOOD-WILL FOR 


YEARS TO COME! 


It is just good business foresight to sell your customers a quality- 
built Copeland product. Whether you sell a Copeland Houie- 
hold Refrigerator, C ial Refrigerati 
you are wisely building up a backlog of long-time customer 
satisfaction that will pay you dividends in continued patronage 
for many years. 


, Washer or lroner, 


Write for Sales Plan 


COPELAND REFRIGERATION CORPORATION 


Holden Ave. at Lincoln — Detroit 


THE RIGHT ~ 


Each one of the four distinct types of Squirrel Cage Motors built by 
Century is designed with individual characteristics that are best adapted to 
economically meet the starting and running requirements of the driven load. 


Jype SC ... Normal Starting Torque— 
Normal Starting Current . . . Balanced design — 
no one characteristic is over developed at the 
expense of another. The popular motor for general 
purpose applications — particularly for precision 


machine tools. 


Jype SCN. . . Normal Starting Torque — 
Low starting Current... This type motor is pop- 
ular for general purpose applications where it is 
necessary that across-the-line starting current be 


within N. E. M. A. and E. E. |. limits. 


Century Engineers will answer your questions about selecting the right motor to 
meet your load requirements and prove most economical in the long run. More 
than 34 years’ experience plus thorough knowledge of application requirements. 


CENTURY ELECTRIC COMPANY 


1806 Pine Street ° ° ° 
Offices and Stock Points in Principal Cities 


E. |. limits. 


Jype SCH. . . High Starting Torque— 
Low Starting Current. . . This motor is popular for 
driving hard to start loads such as Freon Refrigerat- 
ion Compressors, Plunger pumps, etc., with starting 
current across-the-line within N. E. M. A. and E. 


Jype SCT. . . High Torque — High Slip 
...For high inertia, and other industrial loads 
such as Punch Presses, shears, slotters, cranes, hoists, 
gates. They can all be furnished in open, splash- 
proof, or totally enclosed construction. 


St. Louis, Missouri 
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AIR CONDITIONING AND REFRIGERA 


SERVICE METHODS 


Selecting Proper Combination 


Of Controls for a Milk Cooler 


BY K. M. NEWCUM 


24 Pearl St. 
Brattleboro, Vt. 
Editor: 


I have a double-cylinder, ‘'%4-hp. 
Frigidaire air-cooled condensing unit, 
which was originally used with a 
low-side float valve flooded evapora- 
tor. It is equipped with a regular 
Frigidaire low-pressure control and 
is charged with SObs. 


I want to use this condensing unit 
on a milk cooler. The milk cooler 
has a continuous copper tube direct 
expansion evaporator, submerged in 
a water bath. Before I make the 


The low-pressure control may 
successfully be used if a thermostatic 
expansion valve is employed to con- 
trol the refrigerant flow into the 
evaporator. 

There are two satisfactory meth- 
ods of making an installation of 
this nature. 


One is the use of an automatic 
expansion valve and a thermostatic 
temperature control. Install the 
automatic expansion valve at the 


inlet of the evaporator in the usual 
manner. Remove the low-pressure 
control from the condensing unit. 
Install a thermostat outside of the 


A Problem in Control Selection 


Here is a typical problem that might confront any service engineer 


the proper selection and combination of refrigerant control valves 
and temperature control devices for a submerged-type milk cooler. 


K. M. Newcum, author of the Master Service Manuals, describes 


what combinations of controls should be used, and explains how they 


should be adjusted to give proper results. 


installation there are a few questions | 
They are as | 


I would like to ask. 


follows: 
1. Can I convert this condensing 
unit from SO» to methyl chloride 


and obtain satisfactory results? 

2. If I use the present low-pressure 
control, will I have to use a different 
receiver, employing a high side float 
valve? 

3. If I use an expansion valve will 
I have to use a thermostat to control 
the water temperature? 

ARNOLD MERRITT. 


Answer: The answer to your first 
question may best be stated by 
saying that it is not advisable to 
change the refrigerant from SO» to 
methyl chloride. 

There are several reasons for 
making this recommendation. Princi- 
pal reason is that the compressor 
was designed for SO» and should be 
used with that refrigerant. It will 
pump methyl chloride, or any other 
refrigerant for that matter, but if 
you wish to avoid service complica- 
tions, use the refrigerant which the 
condensing unit was designed for. 


milk cooler cabinet, and place the 
thermostat bulb in the water bath, 
where it will always be covered over 
by the water. 

Connect the suction line to the 
outlet of the evaporator and liquid 
line to the expansion valve inlet. 
Put the system into operation and 
adjust the expansion valve to utilize 
all of the evaporator, just so the 
suction line does not frost outside 
of the cabinet. 

Adjust the thermostat to cut out 
at the lowest desired water tempera- 


ture, and cut in at the highest 
desired water temperature. 
As previously stated a_ thermo- 


static expansion valve may be used 
and the low-pressure control utilized. 

Connect the thermostatic valve to 
the inlet of the evaporator outside 
the water bath. Clamp the thermo 
bulb on the tail end of the evapora- 


tor inside the water bath where it 
will always be submerged in the 
water. 

The expansion valve should be 


adjusted to utilize all of the evapo- 
rator up to the thermo bulb, and to 


and suction pressure will increase. 
When the maximum water tempera- 
ture has been reached the low- 
pressure control should be set to 
cut in and start the compressor. 


Solenoid Starter Story 
Told in New Booklet 
By Allen-Bradley 


MILWAUKEE—“The Story of the 
Solenoid Starter,’’ a 24-page booklet 
fully illustrated with schematic 
drawings and _ photographs’ and 
printed throughout in two colors, 
has been published by Allen-Bradley 
Co., manufacturer of pressure con- 
trols, overload relays, safety 
switches, and starters. 

Main theme of the booklet is that 
the solenoid-type starter has numer- 
ous advantages over the older, clap- 
per-type. Principles on which each 
type works are described clearly and 
simply, partially by use of the ques- 
tion-and-answer method. 

Assemblies of units are shown for 
use with different motors, and for 
performing special duties. Various 
models include switches mounted on 
the case and operated by _ hand, 
remote control facilities, or a com- 
bination of these. The combination 
is especially recommended for refrig- 
eration application. 

A line of accessories also is shown. 


Cutler-Hammer Opens 
New Orleans Office 


NEW ORLEANS—Cutler-Hammer, 
Inc., manufacturer of electric con- 
trol equipment, is opening a new 
district office here Sept. 1 under the 
management of Joseph Gardberg. 

Mr. Gardberg is a graduate of 
Georgia Tech, and has had several 
years’ experience as a_ consulting 
engineer as well as in various other 
technical phases of the electrical 
industry. 

The new district office will operate 
under the jurisdiction of A. C. Gibson 
of Cutler-Hammer’s Atlanta office. 


Delavan to Handle Motor 
Control Line in lowa 


DES MOINES— Delavan Engineer- 
ing Co. has been appointed Iowa 
representative for Allen-Bradley Co., 
Milwaukee manufacturer of motor 
control equipment. 

The Delavan Co. is headed by 
Nelson B. Delavan, until recently 
vice president and director of sales 
of Penn Electric Switch Co. 


Wilson to Represent 


TION NEWS, SEPTEMBER 1, 1937 


New Penn Electric 


Switch Executives 


P. L. TOLERTON 


New manager of the Detroit 
office of the Penn Electric 
Switch Co. 

* * * fe 


Paul Penn Takes Post | 
At Penn’s Main Office 


GOSHEN, Ind.—-Paul O. Penn, for- 
merly manager of Penn Electric 
Switch Co.’s Detroit office, has been 
named assistant to Malcom E. Hen- 
ning, Penn executive vice president, 
according to an announcement by 
Mr. Henning. 

P. L. Tolerton is new manager 
for Penn's Detroit office, Mr. Hen- 
ning also announced. Mr. Tolerton, a 
graduate engineer, was for several 
years in charge of the company’s 
Chicago office. He also has had sales 
and engineering experience in the 
commercial refrigeration field. 

Mr. Penn, who will be located at 
the company’s Goshen offices, was in 
charge of the Detroit branch for six 
years. Prior to that time he was 
connected with Westinghouse Elec- 
tric & Mfg. Co. in the heavy traction 
sales division. 


Alabama Trade School Offers 


Air-Conditioning Course 


GADSDEN, Ala. The Alabama 
School of Trades, which opened its 
thirteenth annual session Aug. 16, is 
offering a course in air conditioning 
this year. 


Emory Cunningham, who was 
graduated from the’ sheet metal 
division of the school in 1932, is 


teaching the course. 


PAUL O. PENN 
Appointed assistant to Penn 
Executive Vice President Mal- 

com E. Henning. 


Persett Is Kelvinator 
Service Dealer 


SYRACUSE, N. Y.—-Persett Elec- 
tric Service has been appointed 
authorized Kelvinator service dealer 
for this territory, reports H. A. 
Persett, manager. The company 
maintains a complete service for the 
installation, maintenance, and_ re- 
building of all makes of household, 
commercial, and air-conditioning 
equipment. 


New Dealer Sells Gibson & 
Crosley in New Orleans 


NEW ORLEANS-Auto-Lec Home 
Appliance Store has been opened 
here as a dealer for Gibson and 
Crosley refrigerators and _ other 
household electric appliances. W. J. 
Probst is store manager. 


To Sell a iacias actesien 


HARTFORD, Conn.— The Supply 
Outlet Co. here has been appointed 
to handle distribution of kerosene- 
operated Electrolux refrigerators in 
Hartford and Tolland counties. 


TEMPRITE 


_ INSTANTANEOUS 
BEER and WATER COOLERS 


Detroit Michigan 


this reason, the low-pressure control 
will not operate to control the water 
(See pages 95 and 96 
Master Service Man- 


A part of your second question prevent the suction line from frost- 
will be answered along with the ing outside the cabinet. Allen-Bradley 
answer to the third question. The With the expansion valve properly | 
high side float will not be required adjusted the system should be oper- HOUSTON, Tex. — Wilson Elec- LE ES fey eed S| 
in this application. ated until the lowest desired water | tric Equipment Co. has been named Fae é + aig Pea oe 
Question No. 3 may be briefly temperature is reached and at this | representative in the southern terri- R y Ess. fash re Coty. 
answered as follows: point the low-pressure control should | tory for Allen-Bradley Co., Milwau- as § i ‘4 fi 
If you use an automatic expansion be set to cut out. kee, manufacturer of motor control Pp | fen. 
valve as the refrigerant control, a With the condensing unit out of | equipment. W. F. Wilson is president > had “aa 
thermostat will be required to con- Operation the water temperature | of the Houston firm. é 
trol the temperature. a ee be 
The automatic expansion valve g 
maintains a constant pressure on the Si : Ss 
low side during operation, and for KELLOGG use Woe 5 


‘ temperature. 
Manual No. 1 
uals.) 


-SYLPHON 
= BELLOWS — 
Y for Crankshaft Seals 


NEW CONTROL OFFERS PERFECT 
SHUT-OFF OF LOW & FRACTIONAL 


TONNAGE INSTALLATIONS 


The New GENERAL K-20A 
magnetic refrigerant valve 
provides positive control of 
low and fractional tonnage 
installations. The 5 64” port 
will hold tight on liquid line 
capacities as low as 150 
BTU per hour. 


A-contributing factor in the outstanding 
success of Kellogg direct drive Com- 
pressors is the unique arrangement of 
crankshaft seal assembly — made pos- 
sible through the application of a 
Sylphon Seamless Metal Bellows. 


This seal assembly is illustrated above. 
The Sylphon Bellows acts as an oil 
reservoir during off periods, as a means 
of maintaining a constant oil circulation 
during running periods while providing 
a gas tight seal at all times. 


The wide use and highly successful 
service of Sylphon Bellows, in the 
products of the leaders in the Refriger- 
ation Industry, are the result of 35 years 
of continuous research and experience 
in Bellows design and application. 


Why not come to the originators and 

ioneers of the Seamless Metal Bellows 
oe the answer to your problem ? Write 
bulletin KO-121 


QUIET, DEPENDABLE OPERATION ' 


Current-failure solenoid entirely 
quiet. Simple, packless valve con- 
struction eliminates all trouble. All 
materials corrosion-proof to refrig- 
erants ... coils water-proof... 
every valve rigidly tested. Write 
for catalog J-185. 


for 


FULTON SYLPHON (0. 


KNOXVILLE. TENN... U.S.A. 
Representatives in All Principal Cities in U. S. A. 
and in Montreal, Canada and London, England 
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SEAMLESS” 
CO) weTAL BELLOWS - AND 


THERMOSTAT ASSEMBLIES 
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sent on request. 


CONTROLS 


1370 Harrison St., San Francisco, Calif. 
421 Dwight Building, Kansas City, Mo. 
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AIR CONDITIONING AND REFRIGERATION | NEWS, SEPTEMBER 1, 1937 


July Sales of Household Refrigerators 


By Nema Members to Distributors 
& Dealers Total 192,052 Units 


The following 15 member companies of 
the Refrigeration Division of the National 
Electrical Manufacturers Association 
(Nema) reported household refrigerator 
sales for July, 1937: Apex Electrical 
Mfg. Co., Crosley Radio Corp., Fairbanks, 
Morse & Co., Frigidaire Corp., General 
Electric Co., Gibson Electric Refrigeration 
Co., Kelvinator Corp., Leonard Refrigera- 
tor Co., Norge Corp., Servel, Inc. (export 
only), Stewart-Warner Corp., Sunbeam 
Electric Mfg. Co., Uniflow Mfg. Co., Uni- 


Cooler Corp., and Westinghouse 
Electric & Mfg. Co. Member companies 
not reporting included: Jomoco, Ine., 
Merchant & Evans Co., and Sparks- 
Withington Co. 

The sales of the reporting companies 
do, however, include units manufactured 
for the following concerns: Major Appli- 
ance Corp., Montgomery Ward & Co., 
Potter Refrigerator Corp., and Sears, 
Roebuck & Co. 


versal 


SALES FOR JULY, 1937 
dian 


uer (Exterior) Domestic Cana Other Foreign 

Cabinets Complete Quantity Value Quantity Value Quantity Value 
E; RD Soha cas kee Saes ceess'ss 508 24,785 5 $ 243 7 $ 334 
2. Less than 8 cu. ft........ fas CC es ceeat —|Ct«C«C Se a 0 
3. es 8S : Sa 4,060 246,909 38 2,321 1,295 80,083 
4. 4to 499 cu. ft........ 31,377 2,106,016 972 65,234 3,393 237,234 
5. 6 tO Bee Cb #6......% 44,537 3,569,070 731 59,541 1,594 135,730 
6. SO Bae Gh Beoe icc 62,978 5,241,016 331 30,141 1,020 97,833 
1 oes aS : ae 8,718 "917.987 41 4,246 509 53,779 
8. eo! Oe eS | ee 3,587 419,527 2 235 211 25,177 
9. 10 to 12.99 cu. ft........ 11 1,393 “ae. 4. —~“Seates git 0 t(‘«‘C 
1D 38 OU. O00 UP.....<.. & ee ee ee 
ll. Potal Lacquer .......... 155,784 12,528,399 2,120 161,961 8,029 630,170 

Porcelain (Exterior) 

Cabinets Complete 
12. Up to 4.99 ae 221 6 476 104 8,305 
13. 5 to 5.99 cu. ft.... 3,674 51 4,722 277 25,691 
14. 6 to 6.99 o.oo 8,777 10 1,034 125 13,016 
15. 7 to 7.99 cu. ft.. 2,456 12 1,345 82 9,285 
16. S00 Bee C6 fi......5. 2,344 15 1,928 103 13,863 
Bee. Sep CO Ze CU. Blo ccs ees 276 he ae hen 47 8,565 
oe Ee ae eee 779 9 1,641 90 20,500 
19. Total Porcelain ......... 18,527 103 11,146 828 99,225 
20. Total—Lines 11 and 19... 174,311 2,223 173,107 8,857 729,395 
21. Separate Systems 

Se Se ee ere 2,426 138,858 254 8,446 1,154 51,236 
22. Separate Household 

papacy oy 2,677 21,752 2 31 148 2,978 
23. Total—Lines 20, 21, 22... 179,414 2,479 ‘ 10,159 alg 
24. Condensing Units 

% Hp. or Less... ve 1,177 53,934 25 1,632 179 12,230 
25. Cabinets—No Sy stems... 953 25,944 vy ae 11 80¢ 
26. Total Household $14,823,327 $183,216 $796,645 


New York’s 22,246 
Paces States in 


Sales for July 


Quantity 
States and Household 
Territories Low Sides 
PEs taceecevccvscssaeesetserse 1,819 
Arizona Re ey reece y rer ‘ 452 
Arkansas ne erry as 551 
EE, <sci-snetcaavede reer bee seen t 12,786 
SAN Pees ee eee rere 1,390 
ee rrr ee 2,521 
eee 377 
District of Columbia 1,740 
| AE etry 3,197 
err re tee cos Sree 
Idaho... eevee rrr ry Serre erie 1,018 
SIEMOIB onc acs dikavechivesasch pt. cae 
OT ee ee ears é 5,136 
oo ae r ieee neon ones 2,159 
Kansas... Serre bese vew. See 
Kentucky eer err os 1,913 
ee rere ; vi 2,149 
Maine ..... ‘ Ree ‘ : 697 
Maryland .... ; re 2,658 
Massachusetts i , 6,769 
Michigan 11,376 
Minnesota ee TT EET ee Tee TF 2,615 
SA eer ee 1,073 
os eee aueeinen 4,457 
Montana Caecrceeeyes re ie ee 1,062 
Nebraska ; Bes ee : 1,177 
Nevada .. reer ; 69 
New Hi: umpshire. ‘ vseeres 578 
New Jersey .... : : ; 7,761 
New Mexico ... ee re 411 
New York ive es chases eee 22,246 
North Carolina ; ; re 2,595 
North Dakota .... ~ ; 227 
Ohio... ; Pere rt eer ee 11,954 
Oklahoma ia Sacks ; 1,667 
Oregon ; ; 1,714 
Pennsylvania ; 17,978 
Rhode Island ; 936 
South Carolina ‘ 1,473 
South Dakota . , 370 
Tennessee pase 1,912 
Texas ‘ ; P er 7,429 
Utah ; : 1,371 
Vermont 429 
Virginia ‘ P 2,635 
Washington 3,798 
West Virginia 1,583 
Wisconsin 4,312 
Wyoming 323 
Total United States 179,414 
Canada 2.479 
Other Foreign (Including 
U. S ossessions) 10,159 
Total For World 192,052 


Note: This summary includes adjust- 
ment figures reported by several compa- 
nies which do not represent their actual 
July sales but are corrections to be ap- 
plied to their first six months’ totals to 
give their correct total apportionment 
among the various. states for seven 
months. 


E. C. Tanner Named to 
University Staff 


SPRINGFIELD, Mass.—-E. C. Tan- 
ner, refrigeration development and 
design engineer at Westinghouse 
Electric & Mfg. Co.'s East Spring- 
field works since 1931, has been 
appointed to the faculty of the school 
of business, engineering, and _ busi- 
ness curriculum of Northeastern uni- 
versity as instructor in engineering 
drawing and machine design. 


King Heads New County 
Electrical Club 


ITHACA, Mich. Earl King, 
Ithaca, has been named chairman of 
the newly organized Gratiot county 
Electrical club, which will meet once 
a month at different points in the 
county. Dexter Duryee, Alma, secre- 
tary, and Cecil Knapp, Alma, treas- 
urer, are the other officers. 


Best Fall Season Since 
1929 Predicted from 
Retail Store Survey 


NEW YORK CITY—That depart- 
ment and specialty stores during the 
coming autumn months will find 
themselves in the midst of their 
busiest fall season since 1929 is the 
prediction made by National Retail 
Dry Goods Association on the basis 
of its nation-wide survey of the cur- 
rent merchandising outlook. 

Improvement of general business 
conditions, definite gains in farm 
income in most areas, and increased 
building activity were cited by mer- 
chants as primary factors leading 
to the anticipated increase in fall 
business. Only the threat of con- 
tinued labor unrest, political uncer- 
tainty, and_ restrictive’ legislation 
seem to exercise a braking effect on 
the general atmosphere of enthusi- 
asm. 

Average estimated business _in- 
crease was 10%, though many mer- 
chants were far more optimistic, 
according to Channing E. Sweitzer, 
managing director of the association. 
Such an _ increase, Mr. Sweitzer 
pointed out, would boost department 
store volume to a point at least equal 
to that of the fall of 1930. 

Estimates of anticipated sales 
increases in the department store 
field were found to be of almost even 
strength throughout the country, the 
estimate varying less than 11.‘ 
from coast to coast. 


In all anticipated sales advances 


reported by various merchants, home 
furnishings took the lead. Seventy- 
one per cent of all stores covered 
by the survey named one of their 
home furnishings divisions as_ the 
department most likely to lead the 
sales increase. Thirty-four per cent 
of all departments in which mer- 
chants expected substantial sales in- 
creases were in the home furnishings 
line. 

Although general price advances 
in much merchandise were conceded 
as inevitable by most of the stores 
polled, a majority of them did not 
anticipate any customer resistance to 
these increases. Many merchants ex- 
pressed the sentiment that the public 
is well aware of the fact that price 
increases follow naturally in the wake 
of increased wage scales and general 
business improvement. 


A large percentage of stores, how- 
ever, reported that they are taking 
steps to soften these increases and 
make them as gradual as possible. 
Twenty-one per cent of the stores 
reporting such intentions plan to do 
it by holding down store expenses 
and increasing the price a little at 
a time; 15% intend to throw the 
emphasis of their promotions on 
quality, style, and merits of the mer- 
chandise, rather than on price; 9% 
plan to maintain well-balanced stocks 
with price and quality appeal for 
any class customer. 


The “‘REASON WHY’’—for Multi-Louvred 


Drip Pans on the Peerless Flash Cooler— 


Everyone agreed that a coil would be better minus baffles which obstruct 
natural convection air currents. But Peerless engineers said, “If we have to 
have baffles let's make them do more than just catch condensate—and let's 
make them attractive.” So they did. 

The result was the Peerless Multi-Louvred, Non-Insulated Drip Pan. This 
Drip Pan not only allows free passage to cooled air falling from the coil but 
also directs this air into its proper channels. The pan is non-insulated but 
doesn't sweat. It is constructed of polished aluminum 
which makes the Flash Cooler the best looking unit of 
its kind that we've ever seen. 

At the right Hank Bretag, engineer for Peerless’ Los 
Angeles factory, looks on while Jerry Sumrall points out 
et fully open space between the directional air flow 
ouvres. 


PEERLESS of AMERICA, Inc. 


Established in 1912 as the Peerless Ice Machine Company 
Main Factory—General Offices 
515 W. 35th Street 
Chicago 


Pacific Coast Factory 
43-20 34th Street 3000 S. Main Street 
Long Island City Los Angeles 


PEERLESS JOBBERS IN ALL PRINCIPAL CITIES 


BU Y PEERLESS FOR 


New York Factory 


PERFORMANCE 


\wne js 00 
The us ite 
“i walk vit a coo ~ 
ere Nor 


MODERN, SANITARY, 


Cjustable SHELVING 
FOR COOLERS, Etc. 


The lattice shelving of this installation 
permits the free circulation of cold air 
around each article and assures its per- 
fect preservation. Very easily installed 
and easily adjusted to meet changing 
requirements of the user. Will not collect 
dust or grime. 


This and numerous’ other’ items of 
Supplementary Hardware for the refrig- 
erator are presented in Section “D" of 
Catalog No. 38. Write for copy. 


KASON HARDWARE CORP’N. 


127-137 Wallatout St., 
BROOKLYN, N. Y. 


A COMPLETE LINE... Ji 


Worlds Finest COOLING » ade Reed # 4 


Pa = : j 
15. LCO Beverage and Beverage-Food COOLERS : i 


PELCO cools faster—makes its own floating ice 
automatically—as needed. Beverages are cooled 
from room temperature to desired degree in about 
30 minutes. Complete range of sizes in both 
combination and beverage cooler models provides 
an ideal PELCO for every need. Taverns, res- 
taurants, hotels, iunch rooms—are prospects for 
PELCO. A few choice territories are still avail- 
able. Get the facts! Write Desk A97. 


Mg. by Refrigeration Division 
PORTABLE ELEVATOR MFG. CO. 


BLOOMINGTON, ILLINOIS, U.S.A. 


(Above) Combination Beverage- 
Food Cooler PELCO Model 200. 
(Left) PELCO Model 180 Bev- 
erage Cooler. Holds 180 standard 
12-0z. bottles. 


in Canada 


UNIVERSAL COOLER CO. of 
CANADA Ltd., Brantford, Ontario 


COEXACT 


REPLACEMENTS 


EFORE starting work on the thermostat replace- 

ment for any make or model of refrigerator, 
check first and see if there isn’t a Ranco control that 
is exactly what you need. Bulletin showing com- 
plete line of replacements yours on request. 


RANCO, Inc., Columbus, Ohio. a 
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AIR CONDITIONING AND REFRIGERATION NEWS, SEPTEMBER 1, 1937 


Clit Conditioning Made Casy— by F O. ferdon 


Selecting Equipment for Indirect Air-Conditioning Systems 


SECTION NO. 20 (Part 2) 
Selecting Equipment 


The Indirect System 


The Air Conditioning Unit 
The methods of procedure for select- 


ing the air-conditioning unit using 
cold water is similar to the methods 
described above for direct expansion 
units, except that the water flow rate 
is an additional factor which may be 
varied to obtain the desired perform- 
ance characteristics. 


The economical water flow per ton 


THE BUYER'S GUIDE 


MILLS 


COMPRESSORS 


Mills Novelty Company ¢ 4100 Fullerton Avenue * Chicago, Illinois 


for Commercial Use 


INGOTS, SOLID “AS 
ecru) OP 


metal 


SEAL RINGS 
BUSHINGS 
BEARINGS 
SEAL NOSES 


accurately made, 
specifications, seals perfectly, lasts longer, 
minimizes seal 
details of “SABECO”—a better metal for 
refrigerant, oil, and water seals. 


Fredericksen Company 


LEADING MANUFACTURERS 


Of refrigerator compressors use “SABECO” 
because this certified bronze _ is 


exactly machined to 


replacements. Send for 


Saginaw, Michigan 


QUALITY-BUILT 
COMPRESSORS and 
CONDENSING UNITS 


The CHIEFTAIN line repre- 
sents precision manufacture 
and proven service, and is de- 
signed for ail domestic and 
light commercial applications. 


Sizes range % to % HP. 


Write for prices. 


Z—p>anm=-=In 


TECUMSEH PRODUCTS CO. 


UNIT BLOWERS 


Air-Conditioning Coils 
FIN COILS 
5/8" —3/4"'—1 ‘i 
Steel or Copper 


REMPE COMPANY 


340 N. Sacramento Blvd., Chicago, Illin>is 


Pipe Coils 


FOR SERVICE REPLACEMENT 


& NEW INSTALLATIONS 


i. 
ay 
. te = U 


a 


etc. 
Accurate. 


Ma Bare Compressors and complete units, avail- 

ble h or without motors and contre neet 

‘ eed of the Assembler or Service Company 
h high quality, moderately priced 

One, two and four cylinder models for SO-9, 

CH3CL and F-12. } hp. to 20 h.p. 

Write for new catalog — a valuable reference 


MERCHANT & EVANS COMPANY 
Philadelphia, Pa., U.S.A. Plant at Lancaster, Pa. 


CoLTROL 


» LIQuiD COOLER 


or chemical cleaning of beer coils. 


COMMERCIAL COIL & REFRIGERATION CO. 


457 NORTH ARTESIAN AVENUE, CHICAGO, ILLINOIS 


you 


»-> 


WANT 


A Source of Quick Profits 


Easiest to sell. For beer, root beer, water, carbonated drinks. 
Pits standard beer coil box. 
Costs less to install and operate. 


All refrigerants. 


Perfect foam control. 
Permits steam 


of refrigerating capacity is limited on 
the one side by pumping costs and 
on the other side by coil costs, for 
if the water rate per ton is too high, 
pumping costs become_ excessive, 
while if the water rate is too low, 
then coils of excessive size must be 
used in order to obtain the required 
coil capacity. 

Generally, the practical flow rate 
is from 3 g.p.m. per ton to 4 g.p.m. 
per ton, or a water temperature rise 
of 8° or 6° respectively. Lower rates 
of flow than 3 g.p.m. per ton or 
a greater temperature rise than 
8° result in higher average water 
temperature within the coil, so that 
coil temperatures and_ capacities 
suffer. The saving in coil costs due 
to increase in capacity resulting from 
rates of flow higher than 4 g.p.m. per 
ton generally is offset by increases in 
pumping costs. 

Even with the proper rate of water 
flow in g.p.m. per ton, performance 
will not be good unless the water is 
circulated through the tubes at the 
proper velocity, for low velocities 
penalize coil capacity because of the 
reduced transmission factor at low 
velocities, while high velocities in- 
crease pumping costs because of the 
excessive friction at high velocities. 
At velocities above 250 f.p.m. there is 
very little increase in the transmis- 
sion factor, while there is little de- 
crease in the factor at velocities rang- 
ing down to 180 f.p.m. However, at 
lower velocities, the factor falls off 
rapidly. Therefore, the water veloci- 
ties through the tubes of the coil 
should range between 180 f.p.m. and 
250 f.p.m. 

Having selected the water flow rate 
in g.p.m. per ton, the water velocity 
may be regulated as desired by selec- 
tion of tube sizes and by proper ar- 
rangement of headers and connec- 
tions, remembering that smaller tubes 
and/or fewer parallel water paths or 
circuits result in higher water veloci- 
ties, while larger tubes and/or more 
circuits result in lower water 
ties. 

The proper depths of the chilled 
water coil in direction of airflow for 
various latent-to-total load ratios are 
as given above under the selection of 
direct expansion equipment. 

Like the direct expansion coil, 
temperature of the chilled water 
also must be determined by 
latent-to-total load ratio, lower coil 
temperatures being required for 
higher latent-to-total load ratios. Since 
the water-flow in g.p.m. per ton deter- 
mines the temperature rise of the 
water within the coil, the quantity of 
flow well the entering water 
temperature govern the temperature 
of the coil. 

For this reason, both the 
water flow and inlet wate: 
ture may be varied to fix the latent- 
to-total capacity ratio desired, 
remembering that water temperatures 


veloci- 


the 
coil 
the 


as as 


rate of 
tempera- 


as 


below 40° are impracticable to obtain. 

The methods of procedure in select- 
ing the air-conditioning unit for 
chilled water circulation are identical 
with the methods described above for 


similar direct expansion air-condition- 
ing units, except that water tempera- 
rather than 
and suction 


and flows used 


temperatures 


tures are 
refrigerant 
pressures. 

Having selected the air-conditioning 


equipment and its water requirements 


the total quantity of water and the 
range through which it is to be cooled 
is known. 


The Water Cooler & Condensing Unit: 


This equipment is selected from the 
tables so that the capacity is equal 
to the total capacity of the air-condi- 
tioning units which are to be served, 
plus line losses. 

Having determined the _ required 
water flow, the required final water 
temperature leaving the water cooler, 
and the temperature at which the 
water will be supplied to the water 
cooler, the water cooler may be se- 
lected from the proper capacity tables. 
A condensing unit must be selected 
where capacity at the refrigerant 
pressure in the water cooler less suc- 
tion line losses, is equal to the load 
upon the water cooler in B.t.u. as 
read from the water cooler capacity 
tables. The selection of the condens- 
ing unit is made as described above 
for the condensing unit for the direct 
expansion system. 


Heating and Humidifying 
Equipment 


If the equipment is to be used for 
year-around air-conditioning service, 
the heating and humidifying capaci- 
ties of the _ air-conditioning unit 
(which has been selected on the basis 
of the cooling load) should be 
checked, so as to make certain that 
heating capacities are equal to heat- 
ing loads. 

If the heating capacity is 25% 
greater than the heating load, a by- 
pass damper should be opened during 
the heating season, until the capacity 
approximates the load. If the heating 
capacity is less than the load, a 
booster heating coil must be installed 
at the intake. 

Generally, the heating coil for the 
year-around unit should be selected 


so that the heating load is carried 
with the same airflow in c.f.m. 
through the heating coil that is re- 


quired for the cooling coil. 

The winter-conditioning or heating 
unit should be_ selected from. the 
capacity tables that the heating 
capacity exceeds the heating load by 
the necessary safety factor as de- 
scribed under Part 1 of this section, 
with an air delivery which will result 
in 5 to 10 air changes per hour within 
the space to be heated, and with 
air entering the unit at room tem- 
perature, or at the proper air-mixture 
temperature if a proportion of outside 
air is to be drawn through the unit. 

Ior steam heating the pounds of 
steam required per hour may be deter- 


so 


mined by dividing the capacity by 
1,090. 

For water heating, the necessary 
water quantity may be determined 


by the following equation: 


B.t.u. capacity per hour 
G.P.M. 


500 (water temp. drop) 


Selection of Equipment 
For Humidity Control 


Reasons for Humidity Control 


If the summer air-conditioning coil 
has been selected that its total 
capacity and its latent-to-total capac- 
ity ratio are equal to the total maxi- 
mum load and the latent-to-total load 
ratio of the load at the entering air 
conditions which at the de- 
room conditions, the room hu- 
midity will be maintained inherently 
at the desired level as long as sensible 


so 


exist 


sired 


production. 


installation. 


PAR AIR COOLED HIGHSIDES 


Par refrigerating equipment has been designed by men with 
years of experience in the commercial refrigeration industry. 
All models have been thoroughly tested before approving for 


and latent capacities both are at 
maximum. However, a very common 
load condition is for the sensible load 
to be considerably below maximum 
(due to absence of sun effect or to 
moderate outside dry-bulb tempera- 
tures) while the simultaneous latent 
load is at or near maximum (because 
of heavy occupancy and ventilating 
loads). 

Under such conditions, 
ment which has been selected to 
balance maximum  load_ conditions 
must be held inoperative during a 
considerable portion of the time, in 
order to prevent over-cooling of the 


the equip- 


conditioned space. During the off- 
cycles of the equipment while no 
latent work is being done, the hu- 


midity level of the room will rise if 
the latent load is heavy. 

As the sensible load becomes lighter 
and the running time of the equip- 
ment becomes shorter, the humidity 
level of the room rises until ulti- 
mately an uncomfortably high hu- 
midity level is reached. 

Automatic Controls 

A common method of remedying this 
situation is to provide some automatic 
means of reducing sensible capacity 
to meet reduced sensible loads with- 
out reducing latent capacity (or with 
increased latent capacity). The result 
of the reduced sensible capacity is 
that the equipment is made to operate 
a greater portion of the time at 
reduced sensible loads, while the re- 
sult of the increased running time 
is that more latent work is done. 

As described in Section No. 14, this 
change in performance generally is 
obtained by passing a portion of the 
airflow or a portion of the refrig- 
erant-flow around the coil, and allow- 
ing a reduction of refrigerant tem- 
perature with a resultant rise in the 
latent-to-total ratio. 

A very important point to remember 
in selecting equipment involving such 
types of humidity control is that the 
sensible and latent capacities, with 
all by-passes shut so that all the air- 


flow and _ refrigerant is passing 
through the coil, must balance the 
maximum sensible and latent loads. 


Other conditions will then take care of 
themselves. The automatic humidity 
control features must be ignored in 
selecting the equipment, because such 
features serve only reduce the 
sensible capacity to reduced 
sensible loads. 

The automatic humidity control does 
not act for the properly selected coil 
under maximum load conditions, be- 
cause sensible and latent capacities 
balance sensible and latent loads at 
the desired room temperature, nor 
can humidity rise under maximum 
sensible latent loads if the coil 
is properly selected. The automatic 
humidity control can be brought into 
action only by rise in humidity, 
which can take place with properly 
selected equipment as a result 
of shortened running due 
reduced loads 
with heavy latent loads. 

Under operating conditions, 
the by-passing of a portion of the 
air the refrigerant around the 
direct expansion coil actually results 
in a rise in latent capacity. Under 
such conditions, sensible capacity will 
be greatest when the by-pass is closed 


to 
meet 


or 


only 
time, 
coincidental 


to 


sensible 


some 


or 


but latent capacity will be greatest 
when the by-pass is open. 

Sometimes the error is made of 
selecting such equipment so. that 


sensible capacity with by-pass closed 


(Continued on Page 15, Column 1) 


Multiple cylinders of large capacity insure very low operat- 
ing speeds. Sizes '4 to 1 horse power are wo cylinder pumps. 
Sizes 1, and 2 horsepower are V type four cylinder pumps. 

Par highsides are designed for use with Freon or Methyl 
Chloride refrigerants. All units are charged with Freon unless 
otherwise specified. 

All air cooled highsides are equipped with oversize con- 
densers, extra large receivers, sight oil gauge, shut-off valve 
between condenser and receiver, completely wired ready for 


Attractively finished, red pressed steel base, motor-com- 


pressor—control, black enamel, belt and fan guard silver. Base 
silver striped as shown in illustration. 


MODERN EQUIPMENT CORPORATION 
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Learn the Fundamentals Now! 
Read ‘Air Conditioning Made Easy’ 


Published on this and the preceding 
page is a continuation of Section 
20 of AiR CONDITIONING MADE Easy, a 
manual by F. O. Jordan, air-condi- 
tioning editor of the News and former 
head of the air-conditioning develop- 
ment laboratory of the Airtemp divi- 
sion of Chrysler Corp. The book is 
being published in serial form in the 
weekly issues of AiR CONDITIONING AND 
REFRIGERATION NEWS. 


Arr CONDITIONING Mabe Easy is a 
manual and textbook on air-condi- 
tioning engineering practice. The 
section continued in this issue “Select- 
ing Equipment’”—gives an indication 
of the wide scope of the book. It is a 
manual which deals not only with 
the engineering principles of air- 
conditioning and field application 
procedure, but also with the actual 
design of equipment and even the 
proper organization of personnel for 
a company getting into the field. 


As such, AIR CONDITIONING MADE 
Easy should be widely useful to 
individuals already in the air-condi- 
tioning field who want to broaden 
their knowledge of it, to students who 
are intending to make air condition- 
ing their career, and to executives 
of manufacturing or distributing or- 
ganizations who are contemplating 
getting into the air-conditioning busi- 
ness. 


The following instalments of An 


CONDITIONING Mapg Easy have already 
been published in the News: 


What Is Air Conditioning ?—Sept. 23. 

Section 1, Introduction, and Section 
2, Definitions and Simple Thermo- 
dynamics—Sept. 30. 


Section 3, Coil and Water Cooler 
Performance—Oct. 7 and 14. 


Section 4, Condensing Unit Per- 
formance—Oct. 21. 


Section 5, Air Movement and Ven- 
tilation Requirements—Oct. 28. 


Section 6, The Complete Air-Condi- 
tioning System for the Cooling Sea- 
son—Nov. 4, 11, 18, and 25. 

Section 7, Heating—Dec. 2, 9, 16, 23, 
30, Jan. 6, 13, 20, 27, Feb. 3, 10, 17, 
24, March 3, and 10. 


Section 10, Don’ts—March 17 and 24. 


Section 14, Controls and Zoning— 
March 31, April 7, 14, and 21. 


Section 15, Design of Equipment— 
April 28, May 5, 12, and 19. 

Section 13, Noise Control—May 26 
and June 2. 


Section 16, Test Data—June 9, 16. 
23, 30, July 7, and 14. 


Section 20, Field Engineering—July 
28, Aug. 4 and 11. 


Section 20 (Part 2) Selecting Equip- 
ment— -Aug. 18 ane 25. 


Methods of Selecting Humidity Control 


Equipment for Various ‘Types of Systems 


(Continued from Page 14, Column 5) 
balances the sensible load, and so 
that latent capacity with by-pass open 
balances the latent load. The oper- 
ation of equipment which is so se- 
lected is as follows under maximum 
sensible and latent loads: 

With the by-pass closed, the room 
temperature is held constant at the 
described level for a time because 
sensible capacity balances load. How- 
ever, the room humidity rises because 
latent capacity with by-pass shut is 
short of the latent load. Soon the 
rise in room humidity opens the by- 
pass through humidistatic action so 
that latent capacity is increased to 
balance the latent load, and sensible 
capacity is reduced below the sensible 
load. Therefore room _ temperature 
rises. The equipment can do nothing 
about the matter because the high 
room humidity will not allow the 
by-pass to close and so restore sen- 
sible capacity. 

However, a rise in dry-bulb tem- 
perature lowers” relative humidity, 
even though there is little rise in 
actual absolute humidity (see any 
psychrometric chart, or Table No. 14). 
Thus the rise in room temperature 
permitted by the shortage in sensible 


capacity when the by-pass is open 
eventually will close the by-pass 
damper. This will restore maximum 


sensible capacity and so result in 
reduction in room temperature. On 
the other hand it will reduce latent 
capacity and so result in a rise in 
room humidity. 

Obviously the result of such equip- 
ment is a badly fluctuating room 
dry-bulb temperature (although a 
relative humidity record may look 
O.k.), discomfort, and dissatisfaction. 

Therefore, regardless of automatic 
humidity controls, the coil must b. 
selected according to the appropriate 
method described above for air-condi- 
tioning unit selection; so that, with 
all air and all refrigerant passing 
through the coil, and with the highest 
refrigerant temperature which is to 
be used, the total capacity and the 
minimum latent-to-total capacity 
ratio equal the total load and the 


latent-to-total load ratio under maxi- 
mum total load conditions. 
Inherent Control 

The above methods of selection for 
equipment with humidity control are 
for equipment with automatic controls 
(as described in Section No. 14). Next 
is explained the method of procedure 
for selecting equipment for “inherent 
humidity control” (see Section No. 14) 
by which inherent characteristics are 
designed into the equipment that 
enable it to control humidity without 
the control of automatic instruments 
sensitive to humidity. 

The Inherent Humidity Control 
method is merely to give the equip- 
ment a surplus in latent capacity 
sufficient to enable it to cope with 
maximum latent effect, even when 
the equipment is operating only a 
portion of the time due to light sen- 
sible loads. 

This extra margin in dehumidify- 
ing capacity is obtained partly 
through designing into the air condi- 
tioning a surplus latent capacity by 
means of equipment selection accord- 
ing to Table No. 21, and partly 
through the reduction in the latent 
load upon the coil due to the slight 
rise in humidity which is permissible 
at light sensible load conditions, as 
explained above. 

such as theaters, 
whose load is princi- 
heavy occupancy 
impossible to 


Upon projects 
night clubs, etc., 
pally due to their 
only, it is obviously 
have any considerable decrease in 
sensible load and at the time 
have a heavy latent load remain, for 
the very simple reason that when 
the customers (who together with 
their ventilation requirements, consti- 
tute practically the entire load, both 
sensible and latent) go home, they 
cannot take their sensible and leave 
their latent. For this reason, if the 
equipment is given ample latent 
capacity, trouble is unlikely upon the 
majority of such projects, even with- 
out automatic latent control. 

In order to achieve “Inherent Hu- 
midity Control,” the air-conditioning 
units should be selected as follows: 


same 


1. Compute the loads ‘as described 
above on “Computing the Load.” 

2. Determine the “Percent Sensible 
Reduction Coincidental with Maxi- 
mum Latent Load,” by solving the 
following equation: 


[0.90 « (Transmission plus sunload 
plus sensible heat of outside air) |] 
Entire Sensible Load 


3. From Table No. 21, select the 
percent increase in Latent Load and 
the percent decrease in Sensible Load 
which accompany the percent Sen- 
sible Reduction determined under 
Item No. 2 above. 

4. Determine a new Latent Load 
by multiplying the Computed Latent 
Load by the Latent Multiplier, and 
determine a new Sensible Load by 
multiplying the Computed Sensible 
Load by the Sensible Multiplier, as 
selected under Item No. 3 above. 

5. Determine a new Total Load and 
a new Latent-to-total Load Ratio from 
the new Latent Load and Sensible 
Loads determined under Item No. 4. 

6. Make the equipment selection 
upon the basis of the new Total Load 
and the new Latent-to-total Load 
Ratio determined under Item No. 5 
above. 

Upon projects whose inside design 
dry-bulb temperature is 80° and whose 
design dewpoint temperature is 60°, 
the selection of equipment by the 
method described above will limit the 
room dewpoint temperature to 63° 
when the equipment is operated 
under the control of a thermostat set 
at 80°. 

This dewpoint temperature will exist 
only at occasional periods when the 
sensible load is at minimum coinci- 
dental with maximum latent load. At 
lower design dewpoint temperatures, 
the maximum dewpoint teperatures 
will be correspondingly lower. 

The dewpoint temperature level will 
be held lower also if operation is so 
regulated that inside temperatures 
below 80° are maintained when out- 
side design temperatures are below 
maximum. 


Split Inherent Control / 


In the case of installations of ex- 
tremely high latent-to-total ratios, the 
“split inherent” system (See Section 
No. 14) may be selected as follows: 

With this system, two units are 
required, an “outside air unit” and 
a “recirculated air unit.” 

All outside air is to be 
through the outside air unit, and this 
unit must have the maximum possible 
latent-to-total capacity ratio, there- 
fore, the coil should be operated at 
the lowest practicable refrigerant or 
chilled water temperature, should be 
of considerable depth in direction of 
airflow, and should possess the proper 
face area for passing all outside air. 
The outside air unit must be so 
selected that its latent capacity is 
equivalent to the maximum latent 
load at the outside air conditions 
which exist during the maximum 
latent load period. 

The recirculated air coil for the 
air unit should be operated at a 
high refrigerant temperature, should 
be a comparatively shallow coil, and 
should be of such size that its sen- 
sible capacity with entering air at 
condition is equal to the 


passed 


the room 
difference between the maximum sen- 
sible load and the capacity 
of the outside air unit with entering 
air at the condition existing 
during the sensible load 
period. 

The method of selecting the outside 
air coil and the recirculated air coil 
as follows: 


sensible 


outside 
maximum 


Outside Air Coil 
Entering Air Condition at the out- 
side air condition existing during the 
maximum latent load period 
Refrigerant temperature (direct ex- 
pansion equipment) 35°. 


3/4 and 1 HP. 
Air-Cooled Unit 


DYGELER 4 CYLINDER UNITS 


Modern Compressor Units for Modern Refrigeration and 
Air-Conditioning applications are found in Diceler Four Cyl- 
inder Units. A compressor for every refrigeration need may 
be selected from the complete line of models from ‘4 hp. to 30 hp. 


A study of DICELER features outlining the exacting methods 
of construction and the high grade material used, will explain why 
DICELER has found favor in the eyes of experienced engineers. 


Write for catalogue. 


Over a sixth of a 


DEISSLER MACHINE COMPANY 


Greenville, Pa. 
century in electric refrigeration 


| 


Water temperature (for indirect 
equipment) 40° with 6° rise. 

Depth in direction of airflow, 12 
inches. 

Face area—obtain by dividing the 
required c.f.m. of outside air (see 
Table No. 13) by 300-500 c.f.m. 


Recirculated Air Coil 


Entering air condition-—-room condi- 
tion. 

Refrigerant temperature (direct ex- 
pansion equipment) 45°. 

Water temperature (indirect equip- 
ment) 45° with 10° rise. 

Depth 
inches. 


in direction of airflow, 6 


Face air velocity, 500 f.p.m. 


Face area—of such dimensions that 
sensible capacity (under above operat- 
ing conditions with air entering at 


inside design conditions) equals the 
difference between the maximum sen- 
sible load and the sensible capacity 
of the outside coil, with entering air 
at the outside condition existing dur- 
ing the maximum sensible load period. 


Back Heating 

This method of humidity control is 
described in Section No. 14. Generally 
it is used on projects of higher latent- 
to-total ratio than can be obtained 
with the practicable air-conditioning 
coil. The usual arrangement is to 
circulate the air through the air-con- 
ditioning coil where the proper quan- 
tity of latent work but too much 
sensible work or cooling is done, be- 
cause the latent-to-total capacity of 
the coil is lower than the latent-to- 
total load ratio. 

After being passed through the air- 


(Concmedesd on Page | 16, Column 1) 
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MOUNTING 


CONDITIONING. 


<< 
Brazed in 
Controlled 
Atmosphere 


RECEIVER TANKS—COMPRESSOR BASES— MOTOR 
BASES— AND OTHER 
AND ASSEMBLIES FOR REFRIGERATION AND AIR 


Our Receiver Tanks are made with drawn shells. 
by Hydrogen Brazing produces tanks chemically clean and free 
from dirt. Can furnish tanks painted if desired. 


e TOLEDO, OHIO 


STAMPINGS 


Assembly 


THE ACKLIN STAMPING CO. 


Chicago, Il 
Detroit, 2-165 Gen. Motors Bldg. 


YOU TAKE NO CHANCES 


when you use this charging line ™ 


EW, stronger, specially rein- 

forced charging lines that pro- joint. 
tect against leakage and breakage 
and offer a new high standard of 
safety. Made with seamless bronze 
corrugated core which completely 
prevents gas from coming into con- 
tact with the covering. Oilproof 
textile braiding outside. Bronze 
couplings are soldered to the 


VALVES - FITTINGS - TOOLS - DEHYDRATORS 


bronze core, making an. integral 
Special spring-wire rein- 
forcing at ends prevents excessive 
bending at 
greatest strain. Lines are furnished 
with swivel end connections or 
with copper tubing extensions. 


IMPERIAL BRASS MFG. CO. 
565 S. Racine Ave . Chicago, Ill. work. 


points subjected to WRITE FOR 
CATALOG 77E 
covering all Im- 
perial Refrig- 
eration special- 
ties for service 


+ STRAINERS - FLOATS 
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FOR COPPER PIPE 


ing without removing strainer from line. 
and minimum pressure 
beg ty lines; 50 mesh for 

1%”, Write for 


taken out for clean- 
Large screen area 
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suction line. 
CATALOG 62. 


Screen can be 


drop. Light weight. 


eal HENRY VALVE CO. scx sos 


STOCKED 


6yY LEADI*NG J/OBBERS 


oe 
- Dayton V-Belts are the logical choice for — 
_all types of appliances, because they pro- _ 
vide silent, dependable transmission—_ 
because their powerful grip prevents. 


-slippage—because® they run smoothly 
without weaving, twisting or vibrating. A 
_ nearby distributor — a complete stock. 


i. THE DAYTON RUBBER * manuracrunne co. 
| DAYTON, OHIO . Ss 
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AIR CONDITIONING AND REFRIGERATION NEWS, 


SEPTEMBER 1, 1937 


Equipment Used in 
‘Back Heating’ 


(Concluded from Page 15, Column 5) 
conditioning coil, the air is circulated 
through the “back-heating” coil, 
where it is warmed sufficiently to 
prevent over-cooling the conditioned 
space. As the cooling load upon the 
conditioned space decreases,’ the 
amount of back-heating must be in- 
creased. 


Back heating may be used also upon 
installations where the latent-to-total 
load ratio at maximum sensible load 
is not higher than the latent-to-total 
capacity ratio, but where the latent- 


to-total load ratio at reduced sensible 
load coincidental with maximum 
latent load is higher than the latent- 
to-total capacity ratio of the coil. 

The method of procedure for select- 
ing the equipment when the latent-to- 
total load ratio at maximum sensible 
load is higher than the practicable 
latent-to-total capacity ratio of the 
coil, is to select an air-conditioning 
coil not less than 12 inches deep in 
direction of airflow, at a refrigerant 
temperature of 35° (or a water tem- 
perature of 40° with a 6° rise) with 
sufficient face area to obtain a latent 
capacity equal to the maximum 
latent load. 

Obviously, if the latent-to-total ca- 
pacity ratio of the coil is lower than 
the latent-to-total load ratio, the 


THE BUYER'S GUIDE 


Dealers Wanted 
Everywhere 


OUR REBUILT UNITS ARE GUARANTEED 18 MONTHS 


BEWAR 


G&G 


—- MAJESTIC 


« Service Anywhere in the World 
@— Original and Genuine 
@— _ Direct Factory Service 


GENUINE MAJESTIC REFRIGERATOR 
AND RADIO PARTS SERVICE 


FACTORY & CENERAL OFFICES: 5801 DICKENS AVE... .CHICAGO, 


HARRY ALTER COMPANY 
1728 S. Michigan Ave., Chicago 


OF IMITATION REPLACE- 
MENT PARTS AND UNITS. 


For Every Model 
Prior to 1936 


ILL. 


ALTER’S 
1937 catalog of 
Air Conditioning 
and Refrigeration 
Parts and Supplies. 
Write on your letterhead. 
Y We protect the dealer. 


BRANCHES 
NEW YORK: ST. LOUIS: CLEVELAND 


Renewed 


For 


HASCO. 


Flapper Valve 
Frigidaires 


Frigidaire Flapper Valve 
cannot be told from NEW 
plates— precision ground 
and Hand Honed—com- 
pletely 
price. 


INC. Greensboro, N. C. 


RENEWED 


tested—Very low 


WRITE FOR CATALOG 


Write for New Catalog 


PARTS: SUPPLIES: TOOLS 


br REFRIGERATION and 
AIR CONDITIONING 


Complet: Steck — Quick Service — 


EVERYTHING YOU NEED FROM ONE SOURCE 


. CHICAGO: 2732 N. ASHLAND AVE. 
AIRO SUPPLY CO. NEW YORK: 17 W. 60th ST. (at Broadway) 


Money-saving Prices 


~ Aan 


Seepage-Proof 


FITTINGS 


“Built Right to Stay Tight’’ 


Every style and size of forged flared 
tube fitting for the refrigeration indus- 
try is available from standard stock at 
Commonwealth. 


Thousands of semi-standard patterns 
enable us to quickly furnish any desired 
variation in pipe and tube ends. 


Special fittings made to order. 


Commonwealth fittings are correctly 
designed, carefully machined, and tube 
seats are protected in shipping. 


25 years of service to the industry. 


COMMONWEALTH 
BRASS CORPORATION 


Commonwealth at Grand Trunk R. R 


DETROIT, MICH. 


of 


~ 


sensible capacity will exceed the sen- 
sible load. A back-heating coil must 
be selected whose maximum heating 
capacity is equal to the difference be- 
tween the maximum cooling capacity 


| of the air-conditioning coil and the 


minimum cooling load which will 


exist within the conditioned space 
coincidental with maximum latent 
load. 


Method of procedure for selecting 
the equipment when the latent-to- 
total load ratio at the maximum 
sensible load is not higher than the 
practicable latent-to-total capacity 
ratio of the coil is as described above 
with this exception: The air-condition- 
ing coil is selected at a refrigerant 


| or water temperature at which its 
| latent-to-total capacity ratio is equal 


to the latent-to-total load ratio at 
maximum sensible load. 

The equipment is then arranged so 
that the back-heating coil is brought 
into service when the sensible load 
has decreased to a level at which 
the latent-to-total load ratio has _ be- 
come higher than the latent-to-total 
capacity ratio of the coil. 


Design Methods and 
Problems 


Design methods as described and 
problems exemplifying them may be 
found in Section No. 20-C. 


QUESTIONS | 


Refrigerated Railway Cars 


No. 3089 (Engineer, Brazil)—‘“The 
writer has the following inquiry from 


one of his dealers: 
“One hundred, more or less, refrig- 
erating equipments, for refrigerating 


railway cars, transporting milk and 
fresh meat, space to be cooled from 
40 to 50 cubic meters, power to be 


| supplied by axle drive. 


“If you know of any firm or firms 
which could be in position to supply 
all or part of this equipment, it would 
be very much appreciated if you could 


| bring this inquiry to their attention.” 


Answer: The following manufac- 
turers make refrigerated railway cars: 


American Car & Foundry Co. 
30 Church St., New York City 


| General Electric Co. 


Schenectady, N. Y. 

General Refrigeration Sales Co. 
Beloit, Wis. 

North American Car Corp. 

327 LaSalle St., South, Chicago, Ill. 
York Ice Machinery Corp. 

York, Pa. 


Water Cooler Sales 


No. 3090 (Dealer, Illinois)—‘‘Will you 
please advise us if you have any 
recent publication with compiled data 
showing the number of electric water 


coolers of pressure type and other 
type sold in the larger cities. 

“We would like to get some infor- 
mation on monthly or yearly sales 
if possible.” 

Answer: The only figures that we 
have on water cooler sales are those 
that are published as part of the 


Commercial Refrigera- 
Refrigeration Divi- 


report of the 
tion Section of the 


sion of the National Electrical Manu- 
facturers Association. These give the 
sales by 15 manufacturers to their 
distributing outlets. 
Maurey Pulleys 

No. 3091 (Jobber, Kentucky)—“Can 


you tell us who manufactures Maurey 
Pulleys?” 

Answer: Maurey pulleys are manu- 
factured by the Up-to-Date Machine 
Works, Inc., Chicago, III. 


Artificial Foods 


No. 3092 
are wondering 


lowa)—"“We 
send us 


(Distributor, 
if you could 


the name and address of manufac- 
turers of artificial foods to be used 
in displaying refrigerators.” 

Answer: Contact the following com- 
panies regarding artificial foods: 
Roman Art Co., Inc. 

2700 Locust Blvd., St. Louis, Mo. 
Cincinnati Doll Co. 


311 East 12th St., Cincinnati, Ohio 
Display Food Co. 
223 E. Fourth St., St. Paul, Minn. 


‘Kilfrost’ Distribution 


No. 3093 (Manufacturer, Wisconsin) 
—“*We have been asked by American 
Airlines, Inc., for information on an 
English preparation called “Kilfrost,” 
which is being used in refrigeration 
equipment, for preventing the forma- 
tion of ice. If you have any infor- 
mation on the nature of this product, 
and who handles it in this country, 
we would appreciate receipt of same.” 

Answer: It is our understanding 
that the English preparation “Kil- 
frost” is distributed on this continent 
by B. Trudel & Cie, 304 Place D’You- 
ville, Montreal, Que., Can. 


Service Job Forms 


No. 3094 (Dealer, Texas)—‘Please 
advise us if you can put us in touch 
with any printing firm that can 
supply us with service sheets which 
are carried as stock items. We want 
this for our service department.” 

Answer: We believe you are refer- 
ing to job sheet forms, by means of 
which your service men can keep 
track of time, traveling, material 
used, etc., for each job. 

Harry Drownes of Drownes Re- 
frigeration Service, Inc., 3174 N. Clark 
St., Chicago, Ill., has prepared a form 


for this purpose, and you might be 
able to purchase a stock of such 
forms from Mr. Drownes. 
Air-Conditioning 
Specifications 
No. 3095 (Architect, Texas)—‘Do 


you have copy of the REFRIGERATION 
NEWS giving specifications of air-con- 
ditioning equipment available and if 
so what is the price? I know that 
you usually bring out such an issue 
early in summer. I am not interested 
in electric refrigerators but in air 
conditioning only. 

“However, if it is impossible to get 
these specifications separately I would 
have to buy them together. I am 
interested in air-conditioning equip- 
ment of all types. and I am partic- 
ularly interested in the small, room- 
size conditioners. 

“Also will you give me the address 
of the Air Conditioning Manufac- 
turers Association so that I may get 
in touch with them in the matter 
of getting price lists.” 

Answer: Specifications for air-con- 
ditioning equipment have not been 
published for 1937 models, and it is 
not likely that they will be published 
this year. 

Specifications for all makes of air- 
conditioning equipment through 1936 
are available in the 1936 Rerricera- 
TION AND AIR CONDITIONING SPECIFICA- 
TIONS Book, which we publish. Price 
of this book is $3.00 a copy. 

Address of the Air Conditioning 
Manufacturers’ Association is the 
Southern Building, Washington, D. C. 


Delivery Trucks & Pads 


Maryland)—“As 
a subscriber of yours, we are taking 
the liberty of asking you to advise 
us where and how we can secure the 
covering, a quilted-like blanket, water- 
proofed, together with the straps, as 
well as a little truck, all of which is 
used in delivering refrigerators.” 

Answer: The Bearse Mfg. Co., 
Cortland St., Chicago, Ill., advertise 
in the 1937 Master CaTaLoc (the Red 
Book) a complete line of pads and 
harnesses for refrigerators. 

The International Engineering Co., 
Dayton, Ohio, and the American Steel 
Scraper Co., Sidney, Ohio, both make 


No. 3096 (Dealer, 


3815 | 


two wheel trucks which are padded 
and fitted with straps for carrying 
refrigerators. 


Rubber Products Firms 


No. 3097 (Dealer, District of Colum- 
bia)—“Kindly inform us by return 
mail the addresses of the following: 

American Hard Rubber Co. 

Luzerne Rubber Co.” 

Answer: Address of American Hard 
Rubber Co. is 11 Mercer St., New 
York City; and of the Luzerne Rub- 
ber Co., is Trenton, N. J. 


List of Manufacturers 


No. 3098 (Magazine, Illinois)—‘“We 
would greatly appreciate it if you 
could forward us by return mail a list 
of all firms which have manufactured 
household electric refrigerators from 
the beginning of the industry to date. 

“In addition to this we would also 
like to secure a list of firms manu- 
facturing electric household refrigera- 
tors in 1937. 

“If you do not have the informa- 
tion desired in the first request we 
may be able to get along with just 
the names of the important manufac- 
turers in business today. 

“Thank you in advance for what- 
ever information you can supply us.” 

Answer: The 1936 SPECIFICATIONS 
Book not only includes all manufac- 
turers who have been and are in 
the business of manufacturing house- 
hold refrigerators, but also has spe- 
cifications of their models and other 
complete information. This is a 512- 
page book and will give you all the 
information you want. 

Recently we have also published a 
smaller booklet containing all of the 
specifications of all makes of 1937 
household models. Price of these two 
books is $3.00. 


‘Therhumiter’ 


No. 3099 (Dealer, 
page 23 of your July 14, 
reference was made to a 


Source 
California)—“On 

1937 issue, 

‘Therhu- 


miter’ for measuring humidity and 
temperature. 
“This device has been placed on 


the market by John R. Parsons, con- 

sulting physicist, the article states. 
“Will you kindly tell the writer 

where additional information may be 


obtained in regard to this instru- 
ment.” 
Answer: Further information may 


be obtained by writing John R. Par- 
sons at 151 E. 19th St., New York 
City. 


Copeland Parts 


No. 3100 (Dealer, Pennsylvania) 
“About seven years ago we installed 
three Copeland compressors on which 
we placed Apex water valves. We 
must purchase repair parts for these 
valves and are at a loss to locate 
the manufacturer. Can you advise us 


where to obtain replacement parts 
for these valves?” 

Answer: We suggest that you write 
to Ben Hyatt, National Refrigeration 
Service Manager, Copeland Refrig- 
eration Corp., 1331 Holden Ave., De- 
troit, Mich. 

| a 
Bendix Co. Address 

No. 8101 (Dealer, Texas)—‘In the 

August issue of REFRIGERATION News, 


there is a picture of a washing ma- 
chine manufactured by Bendix. We 
would appreciate it very much if you 
would give us the address of the 
Bendix Co. along with any additional 


information you might have pertain- 
ing to this washer.” 

Answer: (See below). 

No. 3102 (Dealer, Kansas)—‘In 
issue of Aug. 11 you had some ma- 
terial on a new Bendix electric 
washing machine. 

“Will you please send us the ad- 


dress of this company.” 

Answer: The address of the Bendix 
Home Appliances, Inc. is 1301 S. 
Walnut St., South Bend, Ind. 


UP-TO-DATE SPECIFICATIONS DATA 


THE REFRIGERATION LIBRARY-VOL. ¢ 


1936 x* 
REFRIGERATION 
& Air Conditioning 
SPECIFICATIONS 
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ELECTRIC REFRIGERATION NEWS 


1937 DATA TO BE INCLUDED WITH 512-PAGE BOOK 


Material in the Specifications Book 
was compiled with a view toward 
making it usable by both the service 
man and salesman. For the service 
man, the 512-page book gives infor- 
mation on the kind and quantity of 
refrigerant, belt size, compressor and 
motor data, etc. Of interest to sales- 
men is the list price, cubic-foot ca- 
pacity, dimensions, shelf area, finish, 
etc. This information applies to 
commercial condensing units and air 
conditioners as well as household 
electric refrigerators. 


A new 64-page booklet giving 
specifications of principal makes of 
1937 Household Electric Refrigerators 
will be given with all future orders 
for the 1936 Specifications Book 
which includes data on all models of 
all makes of household and commer- 
cial refrigeration equipment and air 
conditioners for all years. 

The material is a revision of that 
which appeared in the March 17 
issue of the News plus the tabula- 
tion of “convenience” features which 
appeared in the News issued April 21. 


Price $3.00 per copy . . . Send order with remittance to 


BUSINESS NEWS PUBLISHING CO., 5229 Cass Ave., Detroit, Mich. 
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AIR CONDITIONING 


Sioux City Dealers Tell Why 
Sales Are Profitless But 
Fail to Agree on Remedy 


SIOUX CITY, Iowa—General dis- 
satisfaction with profits and sales 
volumes was the keynote of inter- 
views held with dealers and distribu- 
tors of air-conditioning equipment 
here. 

Most dealers in central systems 
considered this year’s business some- 
what slower than last year’s. Only 
one, D. K. Baxter Co., Delco-Frigid- 
aire distributor in this territory, 
claimed any _ substantial increase, 
saying that its 1937 sales had been 
“about double’’ 1936 ones. 

“But that doesn’t mean we’re mak- 
ing any money,” insisted Mr. Baxter, 
head of the firm. 


NO PROFITS 
of the city’s nine air-condi- 
outlets, A. Y. McDonald 
Mfg. Co. (Norge), had so far com- 
pletely refused to compete in this 
conditioning market at all, according 
to Branch Manager F. M. Dodds. 

“There is no profit in this cut- 
price market,’’ Mr. Dodds _ insisted. 
“We're waiting for prices to get 
where they belong.” 

Ranged against the general pessi- 
mism of those dealing largely in 
central systems, however, was the 
vigorous assertion of Karl J. Gauld- 
ing, Jr., partner with his father in 
Gaulding Distributing Co., distributor 
for Golden Rod water-cooled summer 
conditioning units, that: 

“Our business has increased about 
three times over last year’s, and we 
never have to cut list prices in order 
to sell.” 

The only other direct claim to 
sticking to list prices was made by 
E. D. Malone of Malone & Moles, 
distributor of Carrier equipment in 
this area. 


A DIFFERENT PICTURE 
inconsistent with the 
general attitude of local air-condi- 
tioning men, however, were figures 
provided by Sioux City Gas & Elec- 
tric Co. Referring only to mechani- 
cally refrigerated installations made 
inside the city, these figures showed 
that air-conditioning equipment of 
648'4 tons capacity was _ installed 
during the first seven months of 
1937 as compared to 180 for the 
whole of 1936. 

Not included in these figures, more- 
over, Were a number of non-mechani- 


One 
tioning 


Seemingly 


cally cooled systems, largest of 
these being the 190-ton Cathabar 
system (well-water cooling and lith- 


ium chloride odor removing) installed 


in Davidson Bros. department store. 
Possible explanations for the radi- 
cal disagreement between _ these 


figures and the statements made by 
interviewees seem to be: 

1. Most air-conditioning contrac- 
tors here cover territory stretching 
beyond the boundaries of the city, 
and their statements, based on busi- 
ness throughout the areas covered, 
do not apply alone to Sioux City. 


2. The utility’s figures included 
some rather large installations 


which had been engineered and parti- 
ally or wholly equipped by “outside”’ 
firms located in such large cities 
as Chicago and New York. 


Asking what factors were to blame 
for the general dissatisfaction here 
was rather like collecting opinions 
on what is wrong with the govern- 
ment or the younger generation 
there were many answers. 

Variously blamed were the follow- 
ing: the waste of engineering jobs 
which were finally let to other bid- 
ders, the incompetency and/or dis- 
honest and prospect-misleading tac- 
tics of competitors, the tendency of 
many buyers to invest engineers and 
contractors from other large cities 
with imaginary prestige, and the 
comparatively cool summer. 


EDUCATION NEEDED 


Everyone agreed, however, on 
these three causes: 
1. Lack of money in this area 


because of last year’s crop losses. 
2. Price-cutting practices. 
3. Misunderstanding on the 
of the general public as to 


part 
what 


ation, little immediate hope for such 
cooperation was probable. 

An Air Conditioning Bureau is 
already in existence, but thus far 
no reforms in trade practices have 
been brought about. Chairman of 
the organization is J. O. Harvey, 
commercial sales engineer of the 
Baxter distributorship. W. J. Doug- 
herty, head of the house heating 
department of Sioux City Gas & 
Electric Co., is secretary. 


COOPERATION LACKING 

According to Mr. Dougherty, “Local 
air-conditioning men, though they’ve 
been able to cooperate fairly well 
on the heating end of air condition- 
ing, haven't been able to get any- 
where on the subject of cooling.” 

Others, commenting on the lack 
of cooperation, suggested that the 
industry is too young yet, 
much in the experimental stage 
equipment being so far from stand- 
ardized. 

One of the difficulties to 
come up, should 2 education 
program be agreed upon, would 
hinge around what the public should 
be taught. The bitter disagreement 
now existing between certain local 
firms and engineers regarding the 
respective merits of mechanically 
refrigerated and water-cooled air 
conditioning would become more 
acute than ever. 

Saving the waste of multiple atiie: | 
neering by having consulting engi- 
neers make specifications on which 
all bids would be based appealed to 
some dealers, not to others. 

“Some sort of consulting engineer | 
setup might work all right,” said 


first 
public 


Problems of the Air-Conditioning Dealer 


What can the air-conditioning dealer do individually and coopera- 


tively to improve his chances of making a fair profit? 


question of paramount interest 


now to 


That’s the 


both the dealer and the 


manufacturer in the air-conditioning business. 


Sioux City, Iowa has been an active market for air conditioning, 


but a series of interviews by a field correspondent reveals that dealers | 
view their situation as far from satisfactory. 


The nature of some 


of their problems are and some of the suggested remedies are told 


in the accompanying story. 


In the very near future AIR CONDITIONING AND REFRIGERATION NEWS 


plans to present a series of interviews with dealers who are achieving a 


profit-making success in the air-conditioning business. 


These stories 


will tell what such dealers do to assure themselves that the installations 


they make will return them a profit. 


constitutes true air conditioning and 
what it costs. All asserted that “the 
public needs to be educated.” 

With regard to residential instal- 
lations, the majority opinion was 
that, though the possibility of re- 
ducing the cost of complete year- 
around air conditioning in the near 
future was improbable, it was never- 
theless too high-priced to be other 
than a too-expensive luxury for the 
average home owner in this latitude. 


INDUSTRIES CRIPPLED 
Chief crop in this territory is corn, 
explained, and last year it 
failed almost completely. And the 
importance of the corn crop to this 
largely in its relation to 
and processing. 

Corn is worth most when turned 
into meat by stock feeding. No corn 
meant drastic reduction of meat sup- 


it was 


area is 
meat production 


ply. Result: three of Sioux City’s 
largest enterprises, the Armour, 
Cudahy, and Swift packing houses 
had to run on a radically reduced 
scale during past months. 

Though the other two generally- 
agreed-upon causes price cutting 
and the ignorance of the public 
seemed to be faults that could be 


corrected by sufficient dealer cooper- 


J. A. Raven, air-conditioning engi- 
neer and salesman for Electric Engi- 
neering Co., dealer in Westinghouse 
equipment, “providing specifications 
could be made in such a way that 
everyone would have a fair chance 
to bid. 

“But when an engineer starts spe- 
cifying compressor sizes, the kind 
of refrigerant to be used, and pieces 
of speciai equipment instead of 
sticking to the results that the cus- 
tomer wants, that engineer can 
practically force the use on any 
job of any brand of equipment.” 

Sioux City Gas & Electric Co., it 
was said, nad offered to provide the 
consulting engineers, and according 
to George Macfarlane, owner of 
Macfarlane Warming & Ventilating 
Co. (Herman Nelson’ equipment), 


general acceptance of the offer by 
local dealers would have solved this 
knotty problem. He said that, since 


the utility was interested in building 
power load only, no contractor would 
be more favored than another. 


ACTIVE FIRMS PENALIZED 


Among those definitely opposed to 


the use of sag ngpeti engineers was 
D. K. Baxter. His argument was that 
letting everybody bid on every job 


A MANUAL FOR OPERATORS OF 
REFRIGERATION PLANTS 


THE REFRIGERATION LIBRARY-VOL 68 


still too | 


Refrigeration Engineer’s Manual is 
for operators of industrial refrigera- 
tion systems. The 224-page book 
covers the technical as well as the 
practical side of plant operation. 

It begins with the principles and 
methods of refrigeration, discusses 
refrigerants, deals in detail with the 
component parts of a refrigeration 
system, considers the operation of 


Price $3.00 per Copy . 


compression and absorption systems, 
discusses indirect expansion systems, 
gives data on the manufacture of 
artificial ice, and discusses in detail 
cooling towers and spray ponds. 
There are 29 tables in the book 
which supply a ready’ reference 
source for the plant operator. The 
book contains more than 110 illus- 
trations of parts, hook-ups, and uses. 


Send order and remittance to 


BUSINESS NEWS PUBLISHING Co., 5229 Cass Ave., Detroit, Mich. 


REFRIGERATION 
ENGINEERS 
MANUAL 


A Guide for the Laceneed Operates 
ot lnduetio Ketngerstce Systeme 


By SL PoTTs 
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would rob the more active firms of 
the advantage of going out and 
rounding up customers. 

“The ones such a plan would help 
most,” he said, ‘‘are the small dealers 
without salesmen, capital, or repu- 
tation who are too lazy to work 
up their own business. 

“And the rest of us would be at 
the mercy of these _ hole-in-a-wall 
dealers. They would sit around and 
try to underbid us on every job 
that came up just to see if they 
coudn’t get it at any price that 
would give them a gambler’s chance 
at a little rakeoff.” 

Very noticeable in Sioux City was 
the wide variation in operative 
methods among air-conditioning con- 
tractors. Markups on sublet instal- 
lation work, for example, ran from 
25% down to } Sa at all. Mini- 


THE BUYER'S GUIDE 


mum down payments on financed 
jobs had an equal range. Some sales- 
men did their own engineering. 

Most outlets offered one year free 
service, others none. Newspaper ad- 
vertising was both the ‘“‘best’’ method 
of promotion and the “worst,” de- 
pending on whom the question was 
put to. 

Silver lining in the air-conditioning 
business in this territory is that, 
up to the time of the interview at 
least, no legal restrictions on the 
use of city water for cooling or of 
sewers for its disposal seem to be 
in force. 

And bright prospects for a good 
crop in this section this year induced 
Mr. Baxter to prophesy that the 
industry would pick up this fall and 
continue to flourish through next 
spring and summer. 


BACK TO ZERO IN A JIFFY! 


—and actually 
RECALIBRATED at the same time 


HE Marsh “Recalibrator” 


the gauge is reset throughout the 


is the greatest improvement ever 
devised for gauges used in test work and other services where the 
p+ 4. is severe. When the gauge is knocked out of adjustment, 
— don’t pull the hand off and put it back on so that it reads zero— 
ecause that merely throws all the readings off. With the Marsh 
“Recalibrator” you simply turn an adjustment screw and presto!— 
NTIRE RANGE. 


| JAS. P. MARSH CORPORATION, 2067 Southport Ave., Chicago, Il. 


FILTERS & COOLERS 
WATER FILTERS for 
DRINKING WATER—BAKERIES—BOTTLERS 
FILTRINE MFG. CO., Brooklyn, N. Y. 


WRITE FOR NEW 
REFRIGERATION 
CATALOG 


e GIVES YOU SPEEDY 
V-BELT SERVICE eee 


ICE CREAM CABINET 


__ CONVERSION M METS 


Go to Gilmer jobbers for quick service 
everywhere, always. Immediate deliveries. 
Full stocks always on hand. No time lost, 
no customers lost. Better go to Gilmer. 


L. H. GILMER CO., Tacony, Philadelphia 


The Oldest Firm of Rubber Fabric Belt Specialists 


KOLD- a 


fis Outstandingly 
Superior as the 
KOLD-HOLD System 
of Truck Refrigeration 


installed in any standard Po tee small pa 


Write for Complete Facts 


KOLD-HOLD MFG. CO. - LANSING, MICH. 


PERMANENTLY | 
ACCURATE 
e 


BUILDS 
BETTER 
THERMO- 
METERS 
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Of Cooling System Given by 
Kansas City Utility Engineer 


“How much power will an air-conditioning system use?” 
is a question heard frequently by air-conditioning salesmen. 
An answer is given in the study prepared by Anson D. Marston, 
air-conditioning engineer for the Kansas City Power & Light Co. 
Mr. Marston read his report before the last semi-annual meeting 
of the American Society of Heating and Ventilating Engineers 
at Swampscott, Mass. 

A satisfactory answer to the universal question regarding the 
operating cost of air conditioning is of particular interest to the 
air-conditioning industry, because ¢ 
frequently the sale depends upon 
the answer. 


season, by the weather intensity of 
the season, by the user’s disposition, 
and by any number of other vague 


It is a simple matter to tell how | 4nd indeterminate factors. 


much operation will cost per hour 
of operation, and even to state the 
approximate length of the operat- 
ing season. However, the cost per 
season which the prospect wonders 
about is another matter, because the | 
seasonal cost is determined by the 

cost per hour, by the length of the 


ELIMINATING GUESSWORK 

The paper by Mr. Marston at- 
tempts to take the guesswork out of 
the answer by establishing a definite 
basis upon which operating cost of 
air conditioning depends, comparable 
to the ‘degree day” basis already 
established in and employed by the 


THE BUYER’S GUIDE 


7 


ELECTRIC WATER COOLERS 


Thoroughly reinforced all steel attractively 
finished cabinets. 
Complete line of different Models and Capacities. 
Write for details and sales prices. 


Puro Filter Corporation of America 
440 Lafayette Street, New York City Spring 7-1800 


NEW SHERER 

Retardo ... Lakers Lf. 
etatdo... Saket 4 Sox 

Every progressive Baker should own a Retardo—it is new 
different . . . and produces genuine RESULTS. For 

you, Retardo pene another SHERER money-maker 

| with splendid sales and profit possibilities ...a new 

field for compressor sales. 

Write for information about the 

Retardo . . . about Sherer’s valu- 

able Case and Cooler Franchise 


‘ . there are still some fine 
territories available. 


« MARSHALL, MICHIGAN 
ood Merchants Since 1852 


DISPLAY AND STORAGE EQUIPME 
FOR RETA FOOD STORE 
SHERER-GILLETT CO 
MARSHALL. MICHIGAN 


Serving 


AWELDED STEEL 


- 1987 line offers wide variety and sensational 
values. 6 big new features and iron-clad guarantee. 
Only Tyler gives one-piece “‘welded steel’’ construe- 
tion, 100% insulation. Wonderful sales opportunity. 
Most talked of and fastest selling line on market. 
WRITE today. 


TYLER Sales-Fixture COMPANY 
Dept. E, NILES, MICHIGAN 


DISTRIBUTORS! Increase your 
sales and earnings on electrical 
refrigeration equipment by sell- 
ing the Percival Line. Percival 
equipment meets every require- 
ment of the modern food store. 


For Mechanical 


Refrigeration Only 


DESIRABLE TERRITORIES 
still available. Write for details 
of attractive, profit-making 
franchise. 


C.L. PERCIVAL COMPANY 
o¢ 0 «4008 


DES MOINES - 
51 YEARS OF SERVICE 


| Marston regarding seasonal 


| heating industry for estimating sea- 


| sonal heating costs. 

In heating, the degree day is 

defined as “days times the differ- 
| ence between 65° F. and the average 
| outside temperature when the aver- 
| age temperature is below 65° F.” 

If the average outside temperature 
| during a 24-hour day is 55° F., there 
' are 10 degree days in that day 
(1 x [65°-55°]). If a month has 
30 days and an average outside 
| temperature of 25° F., there are 
1,200 degree days in that month 
| (30 x [65°-25°]). 

The “baseline” of 65° F. has been 
selected because the average of a 
great many records show that no 
fuel is used for heating in the United 
States when outside temperatures 
are 65° F. or above. For the resi- 
dence or hotel, the actual baseline 

| is slightly above 65° F., while it is 
slightly lower for factories and sales 
rooms. However, the value of 65° 
is accepted by the heating industry 
as being close enough for their needs. 


VALUE OF DEGREE DAY 


The value of the degree day lies 
in the proven fact that for a given 
type of occupancy and system, heat- 
ing costs are exactly proportional to 
the number of degree days. There- 

| fore, the cost of heating during a 
month of 1,000 degree days will be 
double the cost of heating the same 
building during a 500 degree day 
month. 

All that is necessary to obtain a 

| very close estimate of the cost for 
a season of heating a given building, 
is to multiply the number of degree 
days per season for the locality by 
the volume of heated space in the 
building or by the square feet of 
equivalent direct radiation in the 
building, and then to multiply the 
product by the proper factor de- 
pending upon the type of building 
and occupancy, and upon the effi- 
ciency of the system. 


SUMMER BASELINE 

In a “nutshell,” the paper by Mr. 
power 
consumption of air conditioning is 
an attempt to apply an inverted ver- 
sion of the heating industry’s degree 
day to summer air conditioning, and 
to establish a suitable baseline for 
summer air-conditioning degree day. 

Obviously, the degree day for the 
cooling season must be the reverse 
of winter’s degree day, so that the 
summer degree day is days multi- 
plied by average degrees above the 
baseline. A surprising fact about the 
paper is the claim that the records 
have established the same baseline 
for the cooling as for the heating 
season, namely, 65° F. 


RATE STUDY 
“Beginning in 1933,” said Mr. 
Marston, ‘Kansas City Power & 
Light Co. offered to its customers 
an optional rate for power used by 


strictly air-conditioning equipment. 
This rate involves the use of a 
Separate meter to measure the 
power used by such’ equipment. 
Furthermore (this is an _ optional 
rate) wherever any other rate is 
more economical, the consumption 
for cooling purposes is billed on the 
other rate. 

“Of special importance in _ this 


study is the fact that this rate calls 
for customers to be disconnected on 
Oct. 15 of each year and reconnected 
on May 1 of the following year. 
Consequently, fans and other equip- 
ment, which are to be used during 
the winter, are usually served under 
one of the other rate schedules. 
“During the period from 1934 to 
1936 inclusive, a total of 72 custom- 
ers operated under this rate for 
periods long enough to be of value 
in this study. Many of these furnish 
records covering a part only of this 


How Much Power Will a Cooling System Use? 


Many times an air-conditioning contractor is pressed to give 
some fairly precise estimate of the amount of power that will be used 
by the air-conditioning system which he proposes to install for the 


prospect. 


Anson D. Marston, air-conditioning engineer for the Kansas City 
Power & Light Co., has developed a basis for making estimates of 
the total annual power consumption for any given system in a 


normal year. 


period. However, enough information 
is available for each of these three 
years to serve as a basis for close 
study of the relationship between 
power consumption and weather. 


“In the 1932 proceedings of the 
National District Heating Associa- 
tion there is reported a study of the 
steam consumption of 163 buildings. 
These were divided into 20 classes, 
depending upon usage, and the base 
temperature corresponding to zero 
steam consumption was determined 
for each class. 


“These base temperatures vary 
from 61.2° F. for auto sales and serv- 
ice buildings to 68.8° F. for apart- 
ments. The average is 66.0° F. for 
all buildings. However, in spite of 
this variation, it is found in practice 
to be satisfactory to use the 65° F. 
base for all classes of buildings. 


HEAT-POWER RATIO 


“Similar investigations were made 
using the summer energy consump- 
tion data which show the relation 
existing between average monthly 
temperatures and the average energy 
consumption for all classes of cus- 
tomers. 

“Customers whose load is primarily 
determined by weather conditions 
residences for example—-have base 
temperatures above 65° F., while 
customers having a large proportion 
of their load independent of weather 
conditions generally have base tem- 
peratures below 65° F. 

“When this study was started, it 
was expected that the base tempera- 
ture would be between 70° and 75° 
F. When an indicated base of 65° 
F. was found, it was felt that addi- 
tional studies should be undertaken 
as a verification. 


65° BASE IN SUMMER 


“A study of these results will show 
two things. First, that the variation 
in energy consumption follows 
closely the variation in degree days 
above 65° F. 

“In the second place, these (re- 
sults) indicate quite clearly that 
degree days above 65° F. give much 
closer agreement than do degree 
days calculated from other base 
temperatures. As an additional check, 
similar curves were drawn to a 
large scale and the degree days for 
intermediate temperature bases were 
included. These additional 
verify the use of 65° F. as a base. 

“The important factor of relative 
humidity has been neglected entirely 
in the above investigations. Before 
proceeding with the use of 65° F. 
as base, it was considered necessary 
to investigate the effect of relative 
humidity.’”’-(These investigations) 
“indicate the absence of any well- 
defined relationship between relative 
humidity and energy consumption.” 


DEGREE DAYS VERSUS ENERGY 
CONSUMPTION 

In his paper, Mr. Marston described 

extensive tests and their results, 

relative to the relationship between 

degree days and current consump- 


tion. In this connection, the speaker 


said: 

“From these figures it appears 
that degree days above 70° F. give 
better results when residential con- 


SO PRACTICAL REFRIGERATORS 


— 


--affording GREATEST CAPACITY at LOWEST COST! 


They have more storage and display space for their size than 
any other refrigerator, and their beautiful finish adds atmos- 
phere; their sturdy construction and convenient space 
arrangement makes them most practical for small restau- 
rants and lunchrooms. 


Available in either Porcelain or DuLux, with solid or glass 
display doors in top section. Sold thru Distributors only. 


Write for Folder 6502 for complete details. 


Manufacturers of All Types of Commercial Refrigerators and Cases 


a. cere ee RERIE PENNS ¥LUANia 
a nufacturtings Company? Saves OFFICE 420 FOURTH AVE, PITTSBURGH, OR 


curves | 


sumers only are considered,” but 
that ‘where commercial customers 
only are considered, values for degree 
days above 65° F. can be used with 
assurance. 


EFFECT OF HOURS OF 
OPERATION 


“In an effort to arrive at values 
which take into account the class of 
operation or the hours of operation,” 
explained the speaker, ‘the average 
number of kilowatt hours per horse- 
power consumed during 1936 by 
those customers operating 720 hours 
a month (24 hours a day) was 
calculated and shown as one point. 
Similar points are shown for other 
classes of operation. 

“Through the points determined in 
this manner was drawn a line show- 
ing for 1936 the relationship between 
hours of operation and annual energy 
consumption. A _ similar line was 
drawn for 1935. Then these two 
were adjusted to a normal year in 
accordance with variations from the 
normal number of degree days above 
65° F. 

“Table 1 lists in tabular form the 
points on this line. With this table 
it is possible to estimate with reason- 
able accuracy the total annual con- 
sumption which any given commer- 
cial customer should experience in 
a normal year. 

“In using Table 1, it is important 
to bear in mind the fact that it is 
based upon the assumption that the 
cooling plant has been correctly de- 
signed. Naturally any deviation from 
accepted design standards will affect 
the energy consumption. 


Table 1—Energy 
Consumption vs. Hours 


Open Per Month 


BASED ON NORMAL YEAR 
KANSAS CITY, MO. 


Hours Actual 


Hours Kwh. Operation 

Open Per Hp. er Year 

Per Month Per Year (1 Hp.—0.9 Kw.) 
720 1,200 1,332 
660 1,120 1,120 
600 1,050 1,165 
640 975 1,083 
480 895 994 
420 820 911 
360 745 828 
300 670 744 
240 590 656 
540 600 


200 


“Mention should be made again 
of the fact that these data cover 
the operation of equipment which is 
used only for summer cooling. No 
attempt was made to include the 
operation of fans which are used 
for year-around air conditioning, 
although a number of fans used in 
the summer months is included. 

“Several of the installations stud- 
ied have evaporative condensers or 
cooling towers connected on the same 
meter as the compressor. Where this 
was done, it appears that the energy 
consumption per horsepower for such 
equipment was_ substantially the 
same as that for the balance of the 
load. 

“As an example of the use of the 
information gathered in this investi- 
gation, assume that the proprietor 
(Concluded on Page 19, Column 1) 
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Marston Calls for 
More Research on 
Summer Degree Day 


(Concluded from Page 18, Column 5) 
f a restaurant operating 300 hours 
per month desires to know the ap- 
proximate energy consumption of a 
20-hp. installation which will be used 
during summer months only. 

From Table 1, it is noted that the 
total energy consumption should be 
20 hp. x 670 kwhr. or 13,400 kwhr. 
It is noted that this should be dis- 
teteneee through the Reena as follows: 


May eee 7.4 > = x 13, 400 ~ 990 kwh. 
1 ee ... 19.9% x 13,400 2,665 kwh. 
Dik oss 04% . 29.2% x 13,400 3,915 kwh. 
August......... 26.1% x 13,400 3,500 kwh. 
September..... 14.1% x 13,400 1,890 kwh. 
OCIODE . civcss 3.3% x 13,400 440 kwh. 
a 0 RRNA 13,400 kwh. 

“In conclusion it is felt that the 
investigation described previously 


indicates the existence of a close 
relationship between the energy con- 
sumption of summer cooling instal- 
lations and the degree days above 
65° F.,”’ declared Mr. Marston. “There 
are some indications that degree days 
above 70° F. furnish a better basis 
for estimates of energy consump- 
tion for residences, but these are not 
conclusive. It is realized that the 
information set forth herein applies 
only to Kansas City, Mo. 

“The officials of the Kansas City 
office of the U. S. Weather Bureau 
have shown a fine cooperative spirit 
and have indicated their willingness 
to publish values on degree days 
above 65° F. as soon as there is 
sufficient justification for using this 
particular temperature. The Wash- 
ington, D. C. office of the U. S. 
Weather Bureau has adopted the 
policy that widespread publication 
of such values must wait until all 
investigative studies have been com- 
pleted and agreement obtained. 

“Before this relationship can be 
considered sufficiently established to 
justify widespread use, additional 
studies must be undertaken in other 
parts of the country. In view of the 
many uses to which this relationship 
can be applied when once established, 
it appears that these additional 
studies should be undertaken with- 
out delay. 

“Electric utilities, manufacturers 
and their distributors, and consult- 
ing engineers have all shown an 
intense interest in the results ob- 
tained to date. 

“In the Kansas City area they are 
already using them in _ preparing 
estimates of hs. detetindl cost.” 


G-E Winter Systems 
Featured in 26 New 
Washington Homes 


WASHINGTON, D. C.—Gas-fired 
winter air conditioning by General 
Electric equipment features each of 
26 new “integrated dwellings” re- 
cently erected by Modern Housing of 
Washington, Inc., at Hilltop Sligo 
Park Village near Silver Springs, 
Md., a Washington suburb. 


All integral parts of these so- 
called integrated dwellings are said 
to have been designed and selected 
for their places after the example set 
by mass production methods before 
construction began. 

The dwellings are of Cape Cod 
design, ranging in size from four 
rooms and bath to seven rooms and 
two baths, and in price from $6,500 
to $9,950. A one-car garage is in- 
cluded in each home. 

Although the houses are similar in 
design, a certain effect of dissimi- 
larity in appearance is obtained by 
different spacing and facing of the 
houses upon lots of varying sizes to 
fit the contour of the land. 


Interiors include large living rooms 
with wood-burning fireplaces, laun- 
dry equipment and cork floors in 
kitchens. All houses are insulated, 
weather-stripped, and provided with 
reflective metals for the purpose of 
reducing heat transmission. 


The General Electric air-condition- 
ing equipment consists of a single 
unit, employing gas for fuel, which 
in winter heats the houses with 
filtered, humidified air, supplying 
automatic control throughout the 
heating season. In summer it circu- 
lates and filters the air, eliminating 
dust. Both heat and domestic hot 
water supply are automatically con- 
trolled. 

The organization which designed 
and built the houses has been de- 
veloping the idea of integrated dwell- 
ings for the last three years, and ata 
cost of several hundred thousand 
dollars has worked toward the pro- 
duction of the best possible house 
regardless of cost. Findings have 
been checked with prominent authori- 
ties in the construction field and all 
materials used have been thoroughly 
tested. 

All materials and equipment have 
been tested for adaptability to the 
whole structure, and building costs 
have been lowered through stand- 
ardization, with a staff of builders 
and architects working geen. 


Special Problems of Heat Removal Solved 


In Bureau of Mines Oil Research Building 


BARTLESVILLE, Okla. 
placed in operation, the air-condition- 
ing system installed in the United 
States Bureau of Mines building 
here by Natkin & Co., air-condition- 
ing dealer for Westinghouse, has 
performed satisfactorily under rather 
rigorous conditions. 

This building is dedicated to and 
used almost exclusively for research 
on oil and petroleum products. It is 
a four-story brick building, approxi- 
mately 150 feet long by 50 feet wide. 

The _ air-conditioning installation 
consists of three Westinghouse direct 
connected 25-hp. compressors, supply- 
ing refrigerant to a coil in the air- 
conditioning housing through which 
air is passed for summer cooling and 
dehumidifying and winter heating 
and humidifying. There is a separate 


supply and return for every room in 


the building. 


anaatiap | 


A problem was presented in the 
balancing of the load and in the 
design of the system, due to the fact 
that about 50% of the building is 
devoted to laboratories where heat 
units of several different types are 
installed, necessitating the exhaust- 
ing of fumes and heat generated 
during the different experimental 
processes. 

The building is zoned into several 
complimentary divisions to act for 
differences and variations in solar 
radiation. All supply and return 
ducts were run to the inside walls 
and covered with 1 inch of vegetable 
fibre. 

The heating is 
means of steam boilers connected to 
the heating coil located in the condi- 
tioned housing. This coil is con- 
trolled by means of face and by-pass 
damper. 
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Engineering Advances 
Related to Field 
Men by Carrier 


NEWARK—Outstanding engineer- 
ing developments in the air-condition- 
ing field were outlined by Willis H. 
Carrier, chairman of the board of Car- 
rier Corp., at a three-day meeting 
Aug. 2 to 4 of 150 Carrier engineers 
from all parts of the United States. 

Mr. Carrier has since departed on 
a three-month trip to South Africa, 
where he will inspect the Carrier air- 


conditioning installation at the 
Robinson Deep Mine in Johannes- 
burg. 


Among the subjects discussed by 
Mr. Carrier were the engineering 
advances in the development of the 
Carrier centrifugal refrigerating ma- 
chine and the Carrier evaporative 
condenser. 

L. R. Boulware, general manager 
and vice president; L. L. Lewis, chief 
engineer and vice president; Donald 
French, vice president in charge of 
research; and other engineering exec- 
utives also addressed the morning, 
afternoon and evening sessions of 
the meeting. 

A feature of the meeting was a 
trip to the Schaefer brewery in 
Brooklyn, where the engineers in- 
spected the recent 650-ton Carrier 
centrifugal refrigeration installation. 
This equipment supplies all the de- 
mands of the brewery for refrigera- 
tion, and is designed as a part of 
the whole heat balance system. 

L. H. Polderman of Los Angeles, 
manager of the west coast division 
of Carrier; E. T. Murphy of Chicago, 
vice president in charge of the cen- 
tral district; H. P. Gant of Phila- 
delphia, manager of the southeastern 
division; and R. T. Tree of New 
York, manager of the northwestern 
division, were among the engineers 
attending the conference. 


New Ventilation Firm 
Begins Production 


SOUTH BEND, Ind.—South Bend 
Air Products, Inc., recently organized 
to take over all of the Bendix Corp. 
patents on _ ventilator equipment, 
began filling orders for industrial 
ventilator products Aug. 2. Plans are 
announced for production next spring 
of home attic and cellar type venti- 
lator systems. 

Officers of the new company are: 
Marshall A. Smith, Jr., president and 
treasurer; William Pueschel, vice 
president; J. E. LeJune, secretary. 

Mr. Smith was with Bendix eight 
years, and for ten years served as 
chief of the propeller branch of the 
engineering division of the United 
States army air corps at Wright 
Field, Dayton. 


2 New Cooling Units 
Using Water Put on 
Market by Carrier 


NEWARK-Carrier Corp. has just 
issued a sales pamphlet introducing 
two new air-conditioning units which 
use cold tap or well water as a 
cooling medium. One is a floor model, 
and the other a ceiling model. 

The pamphlet, titled “Carrier Air- 
Conditioning at the Mere Cost of 
Water,” explains that the units per- 
form all the functions of a summer 
air conditioner—cooling, dehumidi- 
fying, and air circulating. Specially 
arranged coils in the units are cooled 
by the water, and they in turn cool 
the air as it passes over. The floor 
model may be equipped for winter 
air conditioning also. 


LIMES OF COMMERCIAL 


HARDWARE FOR 


EVERY APPLICATION 


“GRAND. RAPIDS” BRASS COMPANY. 


GRAND RAPIDS, 


MICHIGAN 


Air Conditioning Boosts 
Drug Store’s Trade 


MARIETTA, Ohio—Since a 10-ton 


| air-conditioning system was installed 


in the Gallager Drug store here re- 
cently by the Monongahela West 
Penn Public Service Co., 
increase in patronage has been ap- 
parent, according to the management. 

The unit is installed in a _ pent- 
house on top of the building, to elimi- 
nate the danger of having it exposed 
to floods. 

Water at a temperature of 52°, 
drawn from a well drilled near the 
building, is used to cool the air be- 
fore it passes over the refrigeration 
coils in this installation. The water 
pump has a capacity of 35 g.p.m. 


Dayton Firm’ s teen Offices 
To Be Air Conditioned 


DAYTON—A year-around air-con- 
ditioning system is to be installed in 
the new office building of the Stand- 
ard Register Co. here. The Refrig- 
eration Co., Delco-Frigidaire distri- 
butor, has been awarded the contract. 

Air-conditioning equipment will 
also be installed to cool the com- 


pany’s present office building. The 
Austin Co., Cleveland, is general con- 
tractor in charge of the construction 
work. 


| 
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F-M to Pa Month’ s 
Training Course 


CHICAGO—A practical ‘training 
course dealing with the problems of 
selling, installing, and servicing air- 
conditioning equipment will be spon- 
sored by Fairbanks, Morse & Co. 
during the month of October at the 
company’s plant in Beloit, Wis. 

Graduates of colleges, technical 
schools, and high schools, who want 
to fit themselves for work in the 
air-conditioning field, are eligible to 
enter the school. There will be no 
tuition charge. 

“The air-conditioning field is open- 
ing up so rapidly,” said J. W. Bost- 
wick, manager of the air-condition- 
ing division of Fairbanks-Morse, 
“that the need for trained men ex- 
ceeds the supply. The air-conditioning 
business, being highly technical, de- 
mands a staff of thoroughly trained 
men in both the sales and service 
departments before sales promotional 
activities can be allowed to move 
forward at full steam.” 

Fairbanks-Morse has devised a 
practical course of study that will 
enable the candidate for a position 
in the air-conditioning field to equip 
himself with the necessary technical 
information quickly, if he has a 
reasonably sound background of 
study in engineering subjects, Mr. 
Bostwick said. 


THE BUYER’S GUIDE 


TYLERS 
REACH-IN BOX 


SALES SENSATION OF 1937 


Big waiting market for food stores, restaurants, bakeries, 
tap rooms. New principle “Stratosphere” coiling. Maximum 
efficiency and capacity in small floor space. Dealers report 
tremendous demand. Big sales opportunity. Write today. 


TYLER Sales-Fixture COMPANY 
DEPT. EX. 


WELDED 
STEEL 


NILES, MICHIGAN 


SrRcAmmLIM EDL Duby 


THIS LINE SELLS ON 7 


Weber brings the result of 35 years of scoot! 
manufacturing experience America’s most 
beautiful line of Retrigerator Cases and Commer- 
cial Cabinets. Exclusive territones now epen — 
Complete financing plan 


Established 1902 Cable Address “Weberce.” 


WEBER SHOWCASE & FIXTURE CO.,, INC, 
5700 Avalen Bealevard 


Los Angeles 


Co., 


Cy ELECTRIC WATER COOLERS 


Profitable cooler business depends on hav- 
ing the right coolers to sell. Cordley Coolers 
are compact and good-looking; a 
trouble-free 
concern specializing in water coolers for 
almost a half century. Priced to give you 
an attractive profit, these coolers are used 
by such representative concerns as Sears 
Roebuck, American Optical € sompany, 
Remington Rand, Otis I: 

Pacific Mills. Corptey & Hayes, 141 
Hudson Street, 


a simple, 
mechanical unit; made by a 


levator, Sun Oil 


New York City. 


The HOLCOMB & HOKE 


boxes . 


sale. 


1545 E. Van Buren St. 


NEW DEALER PLAN— 


offers you an exclusive franchise which includes a complete 
line of Dulux and porcelain 
priced to meet all competition. 


Our New Dealer Finance Plan advances you more 


We furnish the products and finance the sales. 
All We Ask You to Do Is SELL! 


Write, Wire or Phone At Our Expense for Full Particulars. 


HOLCOMB & HOKE MFG. CO. 


cases—market coolers and 


cash per 


Indianapolis, Indiana 
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